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BURROUGHS 
MICROFILMING 


assures 
precision results 

at 
lower cost 





This modern, precision-built recorder 
permits hand or automatic |anda 
choice of three reduction ratios. A 
flick of a switch selects 8 mm. or 16 
mm. photography on 16 mm. film. 
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Burroughs microfilming is fast, simple, 
efficient and economical. Its adaptability 
peo its use in both current record 

eeping and in reducing storage records 
to permanent film copy. 


With this versatile microfilm equipment, 
you also obtain the knowledge and exper- 
ience of your Burroughs representative to 
help you apply it to your methods, your 
needs, for greatest efficiency. Burroughs 
has been helping mechanize office meth- 
ods for over 60 years, 


You can count on continuous operation of 
your microfilm equipment at peak effi- 


cubic inches of documents can 











Five Basic Advantages of Burroughs Microfilming 
Saves Space—Normally over 4,500 


duced to 16 cubic inches of microfilm. 


Saves Time— As many as six documents 
can be photographed in one second, 


ciency because of its dependability .. . plus 
the skill and availability of the nationwide 
Burroughs service organization. And Bur- 
roughs processing centers are strategically 
located to assure rapid handling and im- 
mediate development of exposed film to the 
highest technically controlled standards. 


Here’s another important point. You will 
own the microfilm equipment you are 
operating, which further reduces micro- 
filming cost. 


Ask your local Burroughs man to show 
you specifically how Burroughs micro- 
filming can help you. 





Saves Money—Saves labor, filing equip- 
re- ment, storage and working space. 
Assures Accuracy— Photographic accu- 
racy is unequalled. 


Assures Protection— Reducing documents 
to microfilm protects against misfiling, 
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WHEREVER THERE’S BUSINESS THERE’S 


Burroughs 


The Two Important Names 
in Microfilm 
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THE TRANSISTOR — Amazing new electronic amplifier developed by the Bell Telephone 
Laboratories. Not much bigger than the tip of a shoelace. It’s simple and much smaller 
than the vacuum tubes that are now used by the thousands to amplify your telephone voice. 


TELEPHONE RESEARCH OPENS NEW VISTAS 


| in telephone service rest on the 
foundation of continuous Bell System research. 
Progress since the war has been tremendous 
and there is more to come. 


the movement of sound through the air. They 
work with the never-ending wonders of elec- 
tricity and with mathematics amazingly com- 
plex . . . study many areas of scientific thought. 
At Bell Telephone Laboratories, more than 


They decline to recognize barriers, these 
2300 scientists, engineers, and their associates 


busy, quiet men. They live to find new ways. 
Because of them and the high tradition in 
which they work, your telephone has come 
to serve you better every year. 


are continually exploring and inventing, de- 
vising and perfecting for improvements and 
economies in telephone service. 


They work with tangible things. Copper 
and steel and rubber and plastics and precious 
metals. They work with unseen forces, like 


Research is an important reason why the 
future holds such great promise for the 
telephone user. 
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Guaranty Trust Company of New York 


140 Broadway 
60th St. 
PARIS. 


Fifth Ave. at Hth St. 


LONDON ° 


Madison Ave. at 





RESOU 


Condensed Statement of Condition, September 30, 1919 


Rockefeller Plaza at 50th St. 
BRUSSELS 





RCES 


Cash on Hand, in Federal Reserve Bank, and 





Due from Banks and Bankers. . . . « « « $ 581,726,047.22 
U. S. Government Obligations . . . . . « «. 1,102,405,250.90 
Loans and Bills Purchased . .. . . . 2... 956,427,339.70 
Public Securities . . . . «$ 68,482,159.51 
Stock of Federal Reserve Bank . 9,000,000.00 
Other Securities and Obligations . 7,214,957.10 
Credits Granted on Acceptances . 8,428,729.88 
Accrued Interest and Accounts 

eee ee ee ee 8,161,870.59 
Real Estate Bonds and Mortgages 2,936,827.13 

104,224,544.21 
mes PROS. dk tk Ce we eo ae Se eee 5,043,563.00 
oe ee ee ee ee ee ee ee 36,012.78 
Total Resources . . 2. 2 «© « « $2,749,862,757.81 
LIABILITIES 
Capital ° * « « « « «$$ 100,000,000.00 
Surplus Fund oe ere Jat es 200,000,000.00 
Undivided Profits . . . « « 71.661,565.29 


Total Capital Funds . . . 
a a 
Treasurer’s Checks Outstanding . 

Total Deposits . . . . 


$2, 


Acceptances + . «© « « « $f 
Less: Own Acceptances Held for 
Investment ‘2 a. Boe a 


Dividend Payable October 1, 1949 

Items in Transit with Foreign 
| ee a er 

Accounts Payable, Reserve for 
Expenses, Taxes, ete. . . . 


Total Liabilities .. 


« « « § 371,661,565.29 
280,719.7 46.78 


34,532,851.79 
« e e 2,315,252,598.57 


13,248,391.01 


4,440,167.96 


8,808,223.05 
3,000,000.00 


389,188.09 


50,751,182.81 
62,948,593.95 
. $2,749,862,757.81 
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STATEMENT OF CONDITION, SEPTEMBER 30, 1949 


RESOURCES 


Cash and Due from Banks . . . $1,099,289,314.34 
U. S. Government Obligations i 1,760,469,7 39.38 
State and Municipal Securities ‘i 103,278,968.84 
Other Gecutitees . «© s « 2 « 126,070,281.37 
Loans, Discounts and Bankers’ 

Acceptances . . . «© «© « 1,317,800,67 3.14 
Accrued Interest Receivable . 13,263,185.07 
Mortgages . - - «© + « «@ 28,203,359.23 
Customers’ Acceptance Liability 16,141,151.57 
Stock of Federal Reserve Bank. 7,950,000.00 
Banking Houses . ... - 29,756,291.03 
Geber Asses « « « «© © « 4,889,642.90 

$4,507,112,606.87 


LIABILITIES 


Deposits. « 6 «© + «© « « « « $4,106,109,735.30 
Dividend Payable November 1, 1949. 2,960,000.00 
Reserve for Taxes, Interest, etc. . . 11,145,235.20 
(emer Esabilities 1. «© 6 6 6 6 17,153,798.11 
Acceptances 
Outstanding . . $ 19,035,047.95 
Less Amount ‘ 
in Portfolio . 1,999,207.85 17,035,840.10 
Reserve for Contingencies . . . . 20,059,402.39 
Capital Funds: 
Capital Stock. . $111,000,000.00 
Surplus» . . « 154,000,000.00 
Undivided 
Profits . - .  67,648,595.77 
___332,648,595.77 
$4,507,112,606.87 


ST a a-ha ne ee.) UL el 


United States Government and other securities carried at $322,.415,992.00 are pledged to 


secure public and trust deposits and for other purposes as required or permitted by law 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 
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Two Clerks Do The Bookkeeping 
For 26,600 Consumer Loans 


Automatic I. B. M. punch-card equipment handles pay- 
ments and follow-up. Payments average over 1,300 per day. 


T first thought, it might seem 
A impossible for two clerks to 
handle the machine book- 
keeping on 26,600 consumer loans 
with monthly payments. It would 
be impossible if it were not for the 
fact that we have a Punch Card 
Tabulating Department which we 
use, not only for making the rec- 
ords, but also for making the nec- 
essary computations and listing of 
balances. 
There are an average of 1,300 
items to be entered every day with 


By CHARLES S. CONKLIN 


Auditor 
First National Bank of Atlanta, Ga. 


peak days of over 2,500, and in ad- 
dition, complete records must be 
set up on an average of 135 new 
loans per day. Obviously, two clerks 
would not make all of these entries 
with an ordinary bookkeeping ma- 
chine. 

Of course, other personnel is re- 
quired for filing and handling the 
notes and the records after they 


Manager of the tabulating department delivering cards to be processed 
through the IBM calculating punch while tabulating machine in the 
foreground is automatically preparing past due delinquent loan notices. 


5 


have been prepared, answering 
credit inquiries and handling the 
mail. But the preparation of the 
records, index cards, delinquent no- 
tices, coupon books, borrowers life 
insurance policies, and the balanc- 
ing of the records including the 
preparation of listings of loans by 
dealers from whom they were pur- 
chased and other statistical infor- 
mation is all handled by two clerks. 

The operation begins with the 
punching of cards at the time the 
loan is made. Each loan is num- 
bered, and the key to each card, 
therefore, is the loan number rather 
than the name, although the name 


The Benefits From 
Automatic Loan Accounting 


1. Two clerks handle all ma- 
chine bookkeeping, including 
preparation of follow-up notices 
for delinquent payments. 


2. After the cards are properly 
punched, very few errors can oc- 
cur. 


3. Payments are entered on an 
average of 1,300 accounts daily. 


4. The delinquent service 
charges are automatically com- 
puted and added to the amount 
due. 


5. Multicopy notices with 
charges added when delinquent 
are automatically printed. 


6. Information as to amount of 
loans outstanding by dealers, and 
dealer activity, as well as statis- 
tical information is obtained as a 
by product. 





ye 


Amu 


Operator is punching information into original tabulating 
cards from installment notes. 





The Simple Routine 


1. The only manual punching 
required is in making name and 
address cards and the first bal- 
ance card for new loans (which 
are made at the rate of about 135 
daily) and for payments of ir- 
regular amounts. 


2. An index card filed alpha- 
betically is obtained by repro- 
ducing from the original name 
card. 

3. Balance cards indicate 
name of borrower, loan num- 
ber, next due date, amount .of 
monthly payment, date of last 
payment, payment number, and 
unpaid balance. 

4, Original balance cards of 
loans are proved on the calcu- 
lating punch machine. 


5. As payments are made, the 
automatic calculator computes 
the new unpaid balance, raises 
the month due (numbers are 


used for months instead of 
names) and payment number 
by one. 

6. These figures are trans- 
ferred to a new balance card 
automatically by means of a 
reproducer. 

7. One of the more unusual 
applications is making coupon 
payment books that are essen- 
tial in handling installment 
loans. 

8. Life insurance policies (on 
the life of the maker of the note 
to the extent of the unpaid bal- 
ance) are written by machine. 

9. The provision for follow- 
ing delinquent payments is com- 
pletely automatic. 

10. Preparation of multicopy 
notices to borrowers, containing 
as much information as could 
be covered in a three-paragraph 
letter, are produced on the tab- 
ulator. 


is also entered on the card. New 
loans are made at the rate of about 
135 a day. The remainder of the 
work is done automatically by the 
machines which handle the punch 
cards for whatever entries are nec- 
essary. The only time when a varia- 
tion from this appears is when a 
payment of an irregular amount is 
made. As long as the payments are 
the required monthly installments, 
the machine does the job automat- 
ically. 

On the cards, which we refer to 
as “balance cards,” which bear the 
name of the borrower, we record 
with punched holes the loan num- 
ber, the next due date, the amount 
of the monthly payment, the date 
of the final payment, the payment 
number and the unpaid balance. 
This balance card is reproduced au- 
tomatically on the machine from the 
previous balance card each time a 
payment is made. The current bal- 
ance card is filed by number under 
the due day. When a payment is re- 
ceived, the machine itself automa- 
tically computes the new unpaid 
balance and automatically sets up 
the next date on which a payment 
will be due. 

Numbers are used for the months 
instead of names, and each pay- 
ment is numbered according to the 
number of the month. 

As new balance cards are made, 
old balance cards showing date pay- 
ments are received are placed in a 
retaining file under loan numbers 
until the loan is finally liquidated. 
From this file, the credit history of 
the loan is obtained, indicating how 
promptly payments were made. This 
is particularly valuable in case the 
borrower applies for another loan. 

Quite frequently, the amount of 
the final payment of an installment 
loan is different from the amount 
of the regular monthly payments. 
The regular procedure of the cal- 
culating machine in proving origi- 
nal balance cards is to multiply the 
amount of the regular monthly pay- 
ments by the number of payments 
due minus one, subtract this from 
the original amount and punch the 
final payment, even if the final 
payment should be the same amount 
as the regular monthly payments. 

By running the cards through 
the tabulating machine, which prints 
any information that has been 
punched into the cards and which 
also adds the balances, a proof of 
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the total may be obtained for bal- 
ancing with the general ledger. 

In addition to keeping the cur- 
rent records, this equipment is un- 
usually helpful in making coupon 
payment books which are kept as 
a receipt by the borrower. From the 
original balance card, a combination 
gang punch and reproducing ma- 
chine, equipped with a special ret- 
rogressive dating device, produces 
coupons (at the rate of 100 per min- 
ute) for each installment payment 
due. Cards of ordinary size perfor- 
ated vertically in the middle are 
used for these coupons. 

The information required is on 
the right half of the card. 

After the cards have been proved 
by listing on the tabulator, the left 
half (except for two inches next to 
the perforation for binding and as 


a stub for tellers receipt when pay- 
ments are made) is cut off and the 
cards, with a cover, are bound in 
a book by using a very simple wire 
stitching machine. We tried a 
number of other types of coupon 
books, but have concluded that this 
type is most satisfactory, especially 
from the standpoint of time saving 
and accuracy in preparation. 
When a loan becomes delinquent, 
the balance card is reproduced and 
run through the calculating ma- 
chine which automatically com- 
putes the amount of the delinquent 
service charges at the rate of five 
cents for each $1 of payment due. 
The machine is controlled to limit 
the charge to the maximum we have 
decided to charge. The delinquent 
card is filed with the balance card 
and the service charge is added to 





There ls A Way 
lo Make Every Good Loan 


the unpaid balance. From these 
cards, we then make multicopy no- 
tices to borrowers, which contain 
as much information as would or- 
dinarily be included in a three- 
paragraph letter. 

A large percentage of the makers 
of our consumer loans purchase life 
insurance for the unpaid balance of 
the loan. The insurance policy for 
the loans that are covered is writ- 
ten from the same cards and mailed 
with the coupon book to customer. 

In addition to making it possible 
for two clerks to handle 26,600 
loans, we believe that we have rec- 
ords which are neater than those 
made by other methods. Also, our 
experience shows that after the 
punch card is once properly made 
for the loan, computations are auto- 
matic and very few errors occur. 





No matter how many loans it has, no matter what the size of the loan, if it’s a good loan, this 
four million dollar bank will lend the money. The president here explains how it can be done. 


bank makes, the more profit it 

is likely to have for its stock- 
holders, we adopted the policy some 
years ago of making every good 
loan in our community, regardless 
of how many loans we might have 
on the books, or regardless of the 
size of the loan. 

We have had two or three cus- 
tomers come to us to apply for 
loans, and after we made the loans 
to them, each one remarked: “I 
tried to make this loan at such-and- 
such a bank, but the loan officer 
told me that the bank was all loaned 
up. I’m glad I found an institution 
where I can get the money, be- 
cause I’m sure I’m going to make a 
profit by borrowing to increase my 
business.” 

It seems to us that the phrase “all 
loaned up” is a money-losing ex- 
pression. It may be, of course, that 
it is used sometimes to make it a 
little easier to turn down a bor- 
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[ose mat as the ‘more loans a 


By MELVIN F. LANPHAR 


President, The Romeo Savings Banh, 
Romeo, Mich. 


Benefits From The Policy Of 
Making Every Good Loan 


1. The bank increases earnings. 

2. Local business grows more 
rapidly. 

3. Deposits are increased. 

4. Farmers make more money. 


5. More new industries come 
to the community. 





rower to whom the bank does not 
want to lend money. On that point, 
however, we get a great deal more 
satisfaction from explaining to the 
prospective borrower what he 
might be able to do in order to de- 
velop a satisfactory credit rating. 

We have discovered at least seven 
ways in which more loans can be 
made after we feel we have as big 


a percentage of loans as our cap- 
ital funds justify. 

Sometimes, we rediscount some 
of our present loans at the Federal 
Reserve Bank in order to get more 
funds to lend. When this is done, 
the loans we have discounted are 
not classified under the heading of 
“loans and discounts.” 

Sometimes, we use these loans as 
collateral and borrow money from 
a correspondent bank or from the 
Federal Reserve Bank. 

Sometimes, we sell a few surplus 
loans to city correspondent banks. 
Some are sold to other banks. 

Real estate loans are sold to banks 
and insurance companies and to the 
RFC Mortgage Company or the 
FNMA. 

Over-sized loans are shared with 
our city correspondent. 

Right now, if we need more 
money to lend, we can get it quickly 
by selling some of our government 
bonds, at a profit. 








A Record of Sound Banking That Is Helping Romeo 
and Its Trade Territory to Grow and Prosper... . 


DEPOSITS: CAPITAL ACCOUNTS 


91.275 000.00 
$1,850,000.00 
$2,225,000.00 
$3,210,000.00 


' $3,165,000.00 
~  $3,250,000.00 


4.98) 00 
$101.93 Go 
$116,815.00 
$194,207.00 


$261,501.00 
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“The Friendly Senk’ 
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145.000 00 


$965,000.00 
$1,050,000.00 
$264,038.00 / $1,500,000.00 


~~ $3,650,279.00 276,516.00 $7,831,529.00  $3,985,382.09 ~~ 
The Romeo Savings Bank 


Loans anovics 
em se0 oe 
‘$340,000 00 
$510,000.00 


$535,000.00 
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$1,970.000.00 


$2,375,000.00 
$3,365,000.00 
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LOANS 


lf its A GOOD LOAN 
We will make it .... 


ote. 
Ho 
‘ 7 


The Romeo Savings Bank 


Founded om 1064 
Dam te 4 pm avery day encept Sundays and Lope! Moldens 
Fredey evenings 6 10 t0 8 10pm 


This type of local advertising has increased loans to 50% of deposits. The phrase “If it’s a good loan, we will make 
it” is used so frequently that the Romeo Savings Bank has come to be known as the bank which is never “loaned up. 


Just when any of these seven 
things should be done is a matter 
of judgment on the part of the of- 
ficers of the individual bank. Our 
yardstick might not be adequate for 
some other institution. As a matter 
of fact, our yardstick is adjusted 
from time to time according to what 
we think it ought to be. Right now, 
our mortgages, loans, and discounts 
equal approximately 50% of our de- 
posits. 

There was a time, a number of 
years ago, when it was quite com- 
mon for banks to have as many 
loans as deposits. In other words, 
100% of deposits were in mort- 
gages, loans, and discounts. Banks 
did not hold so many government 
bonds, but the policy, at that time, 
at least in most cases, was justified 
by the fact that banks with that 
much in good loans did not have 
difficulty. 

Emphasis must be placed upon 
the word “good.” When I talk about 
loans, I mean those loans which are 
justified by every type of test. I 
want to lend money to every 
worthy borrower in my community, 
but there are some businessmen 
who do not classify in my mind as 
“worthy,” due to their financial set- 
up or to their lack of ability as 
managers, or to some other reason 
which makes me doubt the bor- 
rower’s ability to repay the loan as 
planned. 

Perhaps it is a little easier to 
understand how a bank might have 
too many real estate loans, based 
upon the proportion of real estate 
mortgages to commercial loans. Real 
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estate loans are easy to dispose of 
quickly if they have been properly 
set up, if good judgment was used 
in lending the money, and if they 
are being properly serviced. 

There are banks and insurance 
companies in almost all nearby 
cities which will buy real estate 
loans from local banks. City cor- 
respondents commonly like to buy 
commercial loans from their coun- 
try correspondents, due to the fact 
that the smaller bank quite often 
gets a higher rate of interest than 
the city bank. In addition to that, 
the city correspondent likes to be 
of service to the country bank. 

Life insurance companies buy 
real estate loans because real estate 
loans give them the highest yield 
consistent with safety; and most 


How Additional Good Loans 
Are Made After The Bank Is 
**All Loaned Up” 


1. Some loans are rediscounted 
at the Fed. 


2. Some loans are used as col- 


lateral and money is borrowed 
from a correspondent or from the 


Fed. 


3. Some are sold to city cor- 
respondent banks. 


4. Some are sold to other 


banks. 


5. Real estate loans are sold to 
banks and insurance companies. 


6. Over-size loans are shared 
with city correspondents. 


7. Government bonds are sold. 


insurance companies, being on a 3% 
or 34% reserve basis, must earn 
that much or more on their invest- 
ments. 

We believe it is our job to serve 
our local community as completely 
as possible. We have had many op- 
portunities to help local business- 
men grow rather rapidly by pro- 
viding necessary funds from time 
to time. One young man, for ex- 
ample, established on a small scale 
a certain type of machine shop. He 
needed funds to buy equipment, As 
he grew, he did such good work 
that he got contracts from larger 
firms. 

Recently, he obtained a good- 
sized contract from the Ford Motor 
Company and he needed larger 
quarters and added equipment in 
order to take care of this new busi- 
ness. We were instrumental in help- 
ing him find larger quarters, and, 
of course, loaned him money for 
the equipment. In the same way, we 
have seen a number of other local 
businesses grow by the use of bank 
funds. 

Naturally, as a business grows, it 
increases the bank’s deposits. 

We have had many opportunities 
to help our local farmers make 
more money. As they make more 
money, their deposits increase, and 
they become more profitable cus- 
tomers to the bank. 

We have also had opportunity to 
encourage new industries to come 
to Romeo. They, in turn, have be- 
come valuable new customers for 
the bank and, in many cases, have 
provided additional loans. 
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Mik. wuorraBty’s office is very Olde 
English ...except for phones, typewriter, 
cover girl secretary and P. Wilfred himself. 

He’s late English, and looks like What 
The Well Dressed Man Will Wear Next 
Year...a worrier, awfully Correct Thing, 
and wouldn’t be caught dead with his tie 
crooked—goes with the business, I guess. 

But he’s no dope...does very well with 
Wulspen Woolens, Ltd., importing fancy 
suitings for two-hundred-clams-per-copy 
tailors, and a few big manufacturers. Sends 
Out catalogues, swatches, quotations ...a 
natural for a postage meter. 

I popped in on P. Wilfred of a Monday 
a.m.,and by appointment, of course. Cover 
Girl was just uncovering the morning mail. 

P. Wilfred warmed up to the postage 
meter... Buying postage by having the 
postal chaps set the meter was novel— 
but sound, very! Because no stamp with 
stickum on its back was too bally practical, 
what? Dampish days they did clot? 


Keep a short stock of stamps, and run 
shy of threes, say—then what? Two and 
one look messy, while five was too much... 
many a mickle makes a muckle, mustn’t 
forget! With a big stock, stamps get lost— 
or lifted, eh? But postage in a gear ratio 
—couldn’t get around it! Clever, utterly! 
...1 wondered who was selling who! 


PaintInG one’s postage—charming! 
Recalls the royal prerogative, King’s signet 
ring and that sort of thing! . . . Print any 
value stamp with those jolly little levers? 
Devastatingly ingenious! Print postmark? 
And a postmark advertisement—splendid! 
Seals envelope, too? Remarkable! 

P. Wilfred babbled on... So pleased 
with the meter’s “accounting aptitude.” 
And metered mail moves fast through the 
postoffice—jolly well should!... 

If | ever saw a sale in the well known 
bag, it was PWW...Then he just froze up! 

“Wonderful machine, old man, but not 
for us. Wool trade wrapped in tradition, 
y'know. Meter stamps maybe not dignified” 
...P. Wilfred goes out to see a buyer... I 
don’t know whether to smack him or spit! 


NEW DESK MODEL!...Tke DM <== PITNEY- BOWES 


is a postage meter for everybody! 
...only a little larger than your 
phone—but it stamps and seals 
mail of all kinds and classes’... 


Write for FREE descriptive folder...today! 
November, 1949 


PITNEY-BOWES, Inc., 


Mar. Whorvrably. while very young was probably 
frightened by a wing collar... 


Well, who comes up fighting, but Cover 
Girl! “Dignity!” says she. ‘*Let’s show him 
some of the mail we get! A postage meter 
might help me make a lot more dignified 
departure nights, too!” 

In PW’s wastebasket were thirty-one 
meter-stamped letters! Cover Girl starts 
thumb-tacking envelopes on the display 
board... When PW gets back, his eyes 
pop at the show of meter-stamped mail 
from top drawer tailors, banks and stores 
all over, Madison Avenue, Fifth Avenue, 
Rochester; his local bank, New Y ork banks, 
London banks; English mill agents. two 
Bond Street shops . . . Has metered mail a 
class clientele? You tell °em! Or let PW do 
it—he burbles! . . . | couldn’t marry Cover 
Girl (ineligible—me) but gave her the best 
lunch anybody could buy! 


3806 Pacific Street, Stamford, Conn. 
“=” Originators of the postage meter ...largest makers of mailing 
machines ...offices in 93 cities in U. S. and Canada, 


Dicnrry—or don’t mention it—there’s 
a postage meter model for every bank, 
small or large! If you want to see a list of 
banks that use metered mail... call the 
Pitney-Bowes office nearest you. Or write 
direct to Stamford for, “So You Have No 
Mailing Problems?” 


age Meter 














In one case, an experienced nurse 
wished to buy a local mansion and 
convert it into a hospital. After 
discussing the matter with the 
nurse in considerable detail, we 
were convinced that she had the 
ability to make the hospital a suc- 
cess. Certainly, Romeo needed a 
good hospital. We helped her buy 
the property and financed the en- 
tire project, with the result that 
Romeo has a good hospital now and 
the bank has made money on the 
loans. The hospital has been a suc- 
cess, the loans were paid in less 
than one year, and 211 benefited. 








With at least seven ways in 
which we can, when necessary, get 
additional funds for lending, we 
have not been able to discover a 
single reason why we should not be 
aggressive in making all good loans. 

It is easy, however, to overlook 
some of these good loans if too 
much thought is placed upon the 
idea that loans must be limited to 
a small percentage of the bank’s 
resources, When our policies are 
clearly explained to bank exam- 
iners, they not only do not criticize 
us but commend us for increasing 
the bank’s service to the community. 








LUMBING fixtures are tough. 
They will stand up under a lot 
of hard usage and still remain 
smooth and beautiful for a lifetime. 
But there is a limit to the abuse 
they will take. Toilets and lava- 
tories weren’t made to stand on, to 
use as anvils, to act as garbage 
cans, work benches or tables. 
Cleanliness is the most effective 
check to ill-treatment of fixtures. 
Bank plumbing fixtures are sub- 
jected to a hundred times the abuse 
home plumbing fixtures have to 
undergo. A faucet on a home lava- 
tory may be turned on and off only 
a dozen times a day. In a busy 
bank-building washroom a faucet 
may be turned on and off at inter- 
vals of a few minutes all day long. 
Abuses that are taboo in the 
home appear to be accepted sport 
in the bank washroom by unthink- 
ing persons. They leave the water 
running; they wrench the faucet 
handles so tightly that the stems 
are twisted and seat washers are 
cut through in just a few shut-offs; 
They throw cigars, cigarettes and 
waste paper in the wash basins and 
urinals; they plug up toilet bowls 
with orange rinds and with lunch 
bags full of garbage; they sit on 
the edges of wash basins until the 
basins tear loose from the walls; 
and they put their feet on toilet 
seats or the edges of lavatories in 
erder to wipe their shoes. 
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A Systematic Cleaning Program 
Makes Plumbing Last Longer 





Drinking fountains get more use in 

hot weather than any other type of 

plumbing fixture. It is important 

that they are kept in top operating 
condition. 


Such inadvertent vandalism is 
almost impossible to control. Polic- 
ing the washrooms creates ill will 
and can lead to more and deliber- 





How Plumbing Damage 
Is Avoided 


1. Daily cleansing is essential in bank 
washrooms. 


2. Leaky faucets are repaired as soon 
as discovered. 

3. Soap and water are used for clean- 
ing. Harsh cleaners and sand are 
avoided. The finish of fixtures is glass 
the same as the mirror. 

4. Slow run-off is remedied as soon 
as discovered. 





We think the slogan which I or- 
iginated some time ago entitled, “If 
it’s a good loan, we will make it,” 
sets forth our loan policy very well 
and in a few words. From a public 
relations standpoint, depositors like 
to do business with a bank that not 
only advertises but does believe in 
this slogan. 

Note—Since Mr. Lanphar wrote this ex- 
perience, he has sold his stock in the bank 
and is devoting his time to his mortgage 
firm in Detroit. In his three years as pres- 
ident of the Romeo bank, he quadrupled 


its deposits and doubled loans and dis- 
counts. 


ate vandalism. Much of the effect 
of carelessness can be overcome by 
a regular maintenance program. 
If leaky faucets are repaired as fast 
as leaks develop, the bad habit of 
turning the handles off too tightly 
needn’t develop at all, for the 
water always shuts off when the 
valve is lightly closed, as it should 
be. 

A dripping faucet not only means 
accelerated wear on the mechan- 
ism, but large water losses. A 
steady dripping will waste more 
than 24 gallons of water a day— 
almost 9000 gallons a year. If a 
large number of faucets are drip- 
ping, extra water costs can be con- 
siderable. Moreover, if a leak gets 
so bad that a stream of water as 
small as an eighth of an inch in 
diameter is running, it will take 
about 3 days to waste 9000 gallons 
—that’s over a million gallons a 
year thrown away from a single 
faucet! Add up the losses from a 
half dozen faucets leaking a one- 
eighth-inch stream all day and all 
night and you really have a water 
bill! 

A regular cleaning program is 
the remedy. In the home, it may be 
sufficient to scour the fixtures once 
or twice a week, but not in a wash- 
room used by dozens or hundreds 
of people daily. Here, a daily clean- 
up is a minimum requirement. In a 
washroom where traffic is heavy, 
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From 1889 to 1899 


276 Banks... 


. . . became Central Hanover correspondents 
and are still Central Hanover correspondents. A 
total of 424 banks have maintained a banking 
relationship with Central Hanover for fifty years 


or more. 


A bank is known by the correspondents it keeps. 


CENTRAL HANOVER 


BANK AND TRUST COMPANY 


NEW YORK 


Member Federal Deposit Insurance Corporation 








Washrooms used daily by a large number of persons are not as likely to 
be abused if kept as spotless as this one. 


two or more cleanups per day may 
be necessary. Such a_ planned 
cleanliness program engenders a 
greater feeling of respect for the 
equipment among users. A man is 
not nearly as likely to put his foot 
on a lavatory rim to tie his shoe 
laces when the lavatory is spar- 
kling clean as he is when the lava- 
tory is dirty with soap scum and 
drippings. 

Fixtures can be abused in clean- 
ing as well as in use. Most people 
don’t realize that these gleaming 
white surfaces are virtually the 
same glass surfaces that make for 
quality in the finest mirror or win- 
dow glass. How many scrub-up 
men would scour the washroom 
mirrors with a harsh cleanser, or 
pumice or sand? We see it done 
every day to wash-basin surfaces. 
We have seen people use’ sand to 
scour washroom lavatory surfaces, 
which have every bit as fine a fin- 
ish as an expensive plate-glass 
mirror. 

If you would know whether the 
cleanser you use will scratch the 
surface, take two pieces of ordi- 
nary glass and put a bit of cleanser 
between them. If rubbing the pieces 
together produces scratches on the 
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glass, there is abrasive material in 
the cleansing agent that will just 
as surely scratch your fixture sur- 
faces. Tiny scratches, to be sure, 
are hardly noticeable, but contin- 
ued use of the cleanser will add 
more and more of the tiny scratches 
until the glistening finish has been 
destroyed. Once the gloss is gone, 
the surface will be hard to clean, 
for dirt will become imbedded in 
the tiny scratches and will defy at- 
tempts at removal. 

A little soap and water will re- 
move the most stubborn dirt from 
a window. The same is true of 
plumbing fixtures. Stains and dried 
grease accumulations do not have 
to be scoured away with abrasives. 
For 4 particularly stubborn bit of 
grime, attack the surface with a 
generous amount of hot water and 
a stiff bristle brush. Use plenty of 
soap to remove grease. 

Scrub-buckets are a major cause 
of marring fixture surfaces. If a 
janitor slams a bucket down on a 
toilet rim in order to empty the 
bucket, or if a bucket is carelessly 
scraped around in the bottom of a 
utility sink, the inevitable grind- 
ing and scraping produces scratches 
on the surface. Rubber mats are 


available for the protection of sink 
bottoms, and sink rims can be 
equipped with metal shields to pre- 
vent buckets and cleaning tools 
from marring the rims. Toilets are 
less likely to be used for dumping 
buckets if utility sinks are provided 
for the cleaning personnel. 

When any fixture runs off slowly, 
it should be given immediate atten- 
tion. Slow run-off not only means 
wasted time and exasperation for the 
user of the fixture, but it increases 
the dirt accumulation on the fix- 
ture. Slow run-off is unsanitary. If 
quick action is taken with the suc- 
tion plunger whenever a lavatory 
or sink plugs up, the difficulty can 
usually be cleared up quickly. 
Stop-ups can be avoided almost en- 
tirely if all fixture drains are 
treated monthly with a good caus- 
tic lye solvent compound. Never 
allow the solvent to remain in the 
bowl. Always flush down any sur- 
plus into the trap immediately. If 
directions are followed carefully, 
no harm can come to the fixture 
from use of this material. 

If drains are allowed to become 
badly clogged from lack of proper 
maintenance, it may be necessary 
to disassemble traps entirely to 
clear up a clogged condition or to 
use a_ special plumber’s drain 
cleaner to reach the clogged area. 
If a slow-acting drain is not treated 
immediately, the clogged condition 
may extend into the piping for 
some distance beyond the trap be- 
cause the slow movement of the 
water allows solids to settle out. 
Eventually the condition may be- 
come so bad that it is necessary to 
tear out walls and piping. 

If fixtures are frequently and 
thoroughly cleaned, the surfaces 
will remain bright and glistening. 
If cleaning is neglected, however, 
certain substances may build up 
what appear to be stains on the sur- 
faces, especially in areas that have 
mineral-bearing waters. If the fix- 
ture is of an acid-resisting material 
(all vitreous china is acid resisting; 
certain enameled iron fixtures are 
acid resisting, and will be so 
marked or initialed), a mild acid 
solution may be used to remove the 
surface accumulation. An oxalic 
acid solution of 5% strength can be 
swabbed over the affected surface, 
then rinsed off with clear water 
when the stain has dissolved. If the 
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Are all of your 
liability exposures insured 
under one broad policy? 


In a single contract, a Comprehensive 
Liability Policy provides all insurance 
needed to cover your liability for injury 
or damage to the person er property of 
any member of the public. In addition 
to covering regular business operations 
and the use of automobiles — such a 
policy insures liability resulting from 
changes in your operations or automo- 
tive equipment that are not immediately 
reported to the insurance company. 


The Aitna Plan of Risk and Insurance Analysis 
for financial institutions will provide (1) a com- 
plete study of your bank’s insurable exposures, 
(2) a detailed comparison of these exposures 
with your present insurance policies, (3) a con- 
structive report which includes a visible record 
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Have you protection for 
operations performed for you 
by independent contractors? 


Protective Liability Insurance is 
needed to cover your liability for 
injury or death caused by operations 
performed for you by independent 
contractors or their employees. If 
such an accident should happen, it is 
quite probable that you would be 
made a defendant in any law suit 
brought to recover damages. Check 
now to make sure there are no gaps 
in your public liability protection. 


uotient ? 





Are you protected in case an em- 
ployee fails to renew insurance 
on mortgaged property? 


You are careful, of course, to see that 
mortgaged properties are adequately in- 
sured against fire, windstorm and other 
hazards. Yet a mistake in obtaining pro- 
per coverage might cause serious finan- 
cial loss . . . unless you were protected 
by an Errors and Omissions Policy that 
insures against losses resulting from 
error or unintentional omission on the 
part of employees, officers or agents of 
your bank. 


of your insurance program and recommenda- 
tions designed to provide the most complete in- 
surance program available, (4) a continuing 
control plan which keeps insurance in line with 
changing requirements. Ask the Aitna Agent in 
your community for complete details. 


ATNA CASUALTY AND SURETY COMPANY 


‘an be Affiliated with ZEtna Life Insurance Company 


irface, 
water 
If the 
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Automobile Insurance Company alNp Standard Fire Insurance Company 
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accumulation is extremely bad, a 
10% solution of muriatic acid 
should be used. Use rubber gloves 
when applying this solution and 
take care not to leave the acid on 
chromium parts, for the acid will 
corrode the chromium if allowed to 
stand. 

Care of plumbing is not compli- 
cated or difficult. Any cleaning staff 
can be taught quickly the neces- 
sary procedures of regular mainte- 
nance. Most important is the 
establishment of a definite program 
to keep the sanitary vlumbing 
equipment working and looking its 
best at all times. If this is done 
faithfully, the equipment will last 
and retain its beauty for the life of 
the building. 

Drinking fountains, too, come in 
for their share of troubles. On a 
hot day, the valve on a drinking 
fountain may be opened and closed 
more often than any other valve in 
the building. Sometimes, drinking 
fountain valves or handles stick, 
leaving the water running. Some- 
times, closing springs break. Such 
troubles should be corrected imme- 
diately, for water wastage can be 
tremendous with constant-running 
drinking fountains. A stuck foun- 
tain is usually running at virtually 
full flow. 

Another common trouble of drink- 
ing fountains is poorly adjusted 
flow control. Most modern drinking 
fountains have an automatic stream 
regulator, but there are a few in- 
stallations that do not have this 
device. It is almost impossible to 





control flow properly without the 
regulator, for no matter how care- 
fully the original flow setting is 
made, variations in water pressure 
are bound to occur, with the result 
that the stream is merely a dribble 
at times, and at other times, it 
shoots clear of the bowl onto the 
floor. The automatic stream regula- 
tor corrects this tendency by auto- 
matically increasing flow when 
pressure is low and automatically 
decreasing flow when pressure rises. 
It is recommended that such a 
device be installed where a drink- 
ing fountain is not already so 
equipped. 

Even with automatic stream reg- 
ulation, however, the regulator set- 
ting should be checked from time 
to time, for wear within the mech- 
anism can change, the flow. Most 
regulators are the rubber dia- 
phragm type, and in time, the dia- 
phragm may need to be changed. 
Valve seats and rings need repair 
periodically just as in any standard 
faucet. 

Abuse of the mechanism fre- 
quently results where stream flow 
is not kept normal. If the flow is 
not adequate, exasperated users 
will try to turn the valve handle 
beyond its normal stopping point, 
and some may succeed, damaging 
the mechanism. Some become angry 
and kick or hammer the handle or 
tamper with the bubbler. If flow is 
too strong, funsters take delight in 
seeing how far beyond the bowl 
they can squirt water, with the re- 
sultant mess and floor-slip hazard. 









Field Warehouse Receipts Act 
Now Effective In All States 


Any bank in the United States 
may now lend money with field 
warehouse receipts as security and, 
in most cases, the law allows a 
greater proportion of the value of 
the goods stored to be loaned on 
the basis of warehouse receipts than 
on open line credit. 

At the time the table was com- 
piled, which appears on page 16 
of September, 1949 Bankers Month- 
ly, bank commissioners in five 
states reported that the laws in 
those states did not provide for ad- 
ditional loans. However, the situa- 
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tion has been changed, and now 
every bank in the United States 
may legally lend on field warehouse 
receipts. 

This provides an opportunity in 
many cases to give increased help 
to a certain borrower, and, in other 
cases, to lend to borrowers who 
might otherwise not qualify for an 
open line loan. 

The point is, field warehouse re- 
ceipt loans are protected by goods 
in storage which have a ready mar- 
ket and which are protected by a 
legal custodian, as well as by the 











financial responsibility of the field 
warehouse company. If any part of 
the goods which protects the bank 
loan should disappear or be sold 
without being reported, the bank is 
fully protected by the field ware- 
house company. This type of collat- 
eral has been tested for many years, 
and, while some states have been a 
little slow in passing a special law, 
the experience of banks using this 
type of collateral has been uni- 
formly good, and the lawmakers 
have seen the advantage both to 
banks and to commercial firms 
which can make use of this type of 
borrowing. 

Perhaps the most essential feature 
to be considered in deciding whether 
to make a field warehouse loan or 
not is to get accurate information as 
to the marketability of the product 
to be stored. Accurate information 
on this subject may be obtained 
from people in the business of man- 
ufacturing or marketing the product 
to be stored, or from the field ware- 
house company, whose officials, of 
course, keep in close touch with the 
market on all products. 

There have been a few cases in 
which banks have found it neces- 
sary to take over the product stored, 
due to the fact that the borrower 
could not pay his loan. In those 
cases, the recovery on the loan has 
been comparatively easy because all 
the bank needed to do was to turn 
over the selling to a broker who 
handled the product. In other words, 
the bank officer did not have to go 
out and hunt for a buyer. Usually, 
this turning over of the product for 
sale can be done on the phone. 


The Four Principal Types Of 
Currency In Circulation 


Federal Reserve Notes—bearing 
green serial numbers and seai, is- 
sued in denominations of $5 to 
$10,000, constitute three-fourths the 
circulating medium of the U. S. 

Silver Certificates — bearing blue 
serial numbers and seal, issued in 
denominations of $1 to $1,000, rank 
second in amount in circulation. 

United States Notes—bearing red 
serial numbers and seal, issued in 
denominations of $1 to $10,000, 
rank third in amount in circulation. 

Federal Reserve Bank Notes— 
bearing brown serial numbers and 
seal, issued in denominations of $5 
to $10,000. 
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FIELD 
WAREHOUSING 


Warehouse Receipt Loans 
Against Inventory 


For Warehouse Receipt Loans against inventory 
stored right on your customers’ own premises. The 
quality of our Field Warehouse Service is guaranteed 
by our proven experience, substantial financial re- 
sources, adequate legal liability and fidelity insur- 


ance and our record of successful operation. 
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OPERATING OFFICES 
128 Jackson St., Albany 1, Ga. « Healey Bidg., Atlanta 3, Ga. « 60 State St., Boston 9, 
Mass. « 14 Lafayette Square, Buffalo 3, N.Y. « Liberty Life Bldg., Charlotte 2, N. C. 
173 West Madison St., Chicago 2, Ill. « Thomas Bidg., Dallas 1, Texas « National Bank 
Bidg., Detroit 32, Mich. « Roosevelt Bidg., Indianapolis 4, Ind. « 121 W. Forsyth St., 
Jacksonville 2, Fla. « 520 W. Seventh St., Los Angeles 14, Calif. « 39-45 No. Third 
St., Memphis 3, Tenn. « 2511 S. W. 24 Court, Miami 33, Fla. « 404 St. Charles St., 
New Orleans 12, La. « 16 So. Broad St., Philadelphia 2, Pa. « Keystone Bidg., 
Pittsburgh 22, Pa. * 425 East 8th St., St. Paul 1, Minn. *« 235 Montgomery St., 
San Francisco 4, Calif. ¢ University Bldg., Syracuse 2, N. Y. 


New York Terminal Warehouse Company 


25 SOUTH WILLIAM ST., NEW YORK 4, N. Y. 
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For use of 
CHECKING ACCOUNT 
Customers 


The First National Bank of Chicago 


Special lobby depository envelopes of two sizes are provided by the First National Bank of Chicago. 
A card of instructions for making deposits is kept on the desk in the building lobby with the envelopes. 


How To Receive Deposits 


When The Bank Is Closed 


Here are descriptions of the methods being used by four 
banks to receive deposits at the bank on closed days. 


HILE the five-day week has 
not been in operation long 
enough for standard deposit 


receipt equipment to be developed, 
it may be helpful to review four 
types of equipment which have been 
tried. 

On page 24 of October, 1948 
Bankers Monthly, William G. Mor- 
ton, vice president of the Onondaga 
County Savings Bank, Syracuse, 
New York, described his bank’s sys- 
tem of providing deposit services in 
the building’s lobby for 16 hours a 
day—seven days a week. 

At that time, his equipment had 
been in use for 12 months—long 
enough to discover its public accept- 
ance. During that period, the bank 


16 


had received an average of 184 items 
per week. The service started with 
an average of 64 per week the first 
month, and increased to 206 per 


The Four Methods 


1. A night depository in the 
building lobby, a customer's coun- 
ter, and signs on the wall explain- 
ing the way to handle eight types 
of transactions when the bank is 
not open. 


2. An old safe with a lobby de- 
pository head. 

3. A steel box with a lobby de- 
pository head. 

4. A night depository combined 
with an envelope slot. 


week the month before the article 
was written. 

In addition to this service to pre- 
vious depositors, 333 new accounts 
had been opened by people who 
did not come into the bank but 
followed instructions on the display 
card in the lobby for opening new 
accounts. 


Eight Types Of Services Supplied 


This bank has developed ways of 
providing eight types of services to 
people who do not come into the 
bank during the hours it is open. 
These eight services are: 

1. Deposits of checks or currency. 

2. Withdrawals of savings. 

3. Opening of new accounts. 
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“that’s my machine! 
.» for faster payroll record production” 


Operators glow with pride over speed records racked 
up with this foremost of bookkeeping machines! 

That's because they knock out the payroll fifty 
percent faster with this remarkable machine, It’s 
the “one shot” writing of several related records 
that makes payroll work an absolute breeze. In one 
simple operation you insert statement of earnings, 
payroll check and employee earnings record ... 
type your items rapidly on the finger-fitted key- 
board with the single set of touch-method numeral 
keys ... and it’s complete. Net pay is printed and 
computed automatically — you're ready for the next 
employee record in seconds! 

The Foremost Bookkeeping Machine is the 
ultimate in accounting machines —a completely 
electrified, lightning action, automatically operat- 
ing performer that does all your accounting ma- 


chine work faster: payrolls, accounts receivable, 


oe st at 


ties 
of, 


Pens oN 
Et 
hae all 


accounts payable, sales and inventory analysis — 
all with any breakdown or distribution for any 
department. 

And beauty too—The Foremost Bookkeeping 
Machine is strikingly smart in its sleck, functional 
design and distinctive grey-tone finish — added 
reason for its appeal to owners and operators. 

For appearance .. . for sheer cost-reducing efh- 
ciency, it’s the top buy in accounting equipment. 


See it today at your Remington Rand office. 


YOURS...FREE FOR THE ASKING— Illustrated brochure 
describes the advantages of the Foremost Bookkeeping Machine 
in detail—shows how you can p 

really save on accounting costs. 

Phone your Remington Rand 

office for ‘‘Fashioned for Busi- 

ness Administration’’, or write 

to Remington Rand Inc., 

Dept. BM-11, New York 10, 


REMINGTON RAND BOOKKEEPING MACHINE 
November, 1949 
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Banking Hours 


for Savings 
Ya.m. to 8 p.m. 


Yam.to2 p.m. | 





The safe is inside the grille when the bank is closed, but the open- 
ing is available to persons in the building lobby. No key is re- 
quired to use this depository in The First National Bank of Chicago. 


4. Mortgage payments by check, 
withdrawal receipt, or currency. 

5. Purchase of U. S. Savings 
Bonds. 

6. Presentment of passbooks for 
entry of dividends (This is a mutual 
savings bank). 

7. Payment of safe deposit rentals. 

8. Payments of Xmas Club ac- 
counts. 

The equipment consists of a regu- 
lar night depository, which is opened 
without a key. The safe is inside the 
bank, of course, and proper baffle 
plates are in the chute that leads to 
the safe. 

Withdrawals are handled by mail- 
ing a draft payable to the customer 
the next day. The customer can 


have it cashed at a store or other 
business house. 
A feature of the system used in 
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Syracuse is a series of large cards 
posted in the lobby of the building 
above the customers’ counter ex- 
plaining clearly with illustrations 
just how to handle each type of 
transaction. The one service for 
which no way has yet been devised 
is the providing of currency or 
change through the seven-day 
banker system. While the lobby is 
open, there is a bank representative 
present, both to help anyone who 
needs information as to how to han- 
dle his transaction, and to avoid the 
temptation that might come to the 
minds of some dishonest people who 
might try to fish out something from 
the depository safe that might be of 
value. 

The night depository has been in 
use for many years. The common 
type is the one which is always 











locked and for which merchants a ‘e 
provided with keys. The mercha it 
is also provided with bags into 
which he can place currency, coins, 
and any other type of deposit. He 
opens the depository head with his 
key, makes his deposit, closes the 
door and locks it again. 

Obviously, banks with several 
thousand savings depositors would 
not like to provide keys to each of 
these persons. As a matter of fact, 
some banks of this size are consider- 
ing the possibility of having no lock 
that requires a key to open the de- 
pository for bags when it is ini serv- 
ice, but only a lock which would 
close the depository ‘head and keep 
it closed after a certain hour at 
night. 

For example, it has been theorized 
by the legal department of at least 
one bank that no merchant is likely 
to need this service after seven or 
eight o’clock at night. Therefore, if 
the opening is closed in such a way 
that it cannot even be used by mer- 
chant customers after that certain 
hour, there is no need for merchants 
or anyone else to have a key in order 
to make a deposit. 

The Central National Bank of 
Chicago has a night depository on 
the sidewalk and an after-hours 
chute, which requires no key, be- 
tween two of its drive-in windows. 
On a typical day, there were 27 bags 
in the night depository safe and 160 
envelopes in the after-hours safe. 

Another type of thinking is that 
the depository should include both 
a head for the use of merchants with 
bags and also a letter slot for the 
use of those customers who do not 
have a key. This type of depository 
head has actually been tried by The 
South Shore National Bank of Chi- 
cago and, so far, has proved to be 
satisfactory. With this arrangement, 
there is a separate chute for the let- 
ters which drop into the same safe 
as the bags which go through the 
larger head, which is closed with a 
key. It seems quite evident that the 
new need is for a receptacle which 
requires no key. 

Considerable thought has been 
given to protection which would 
avoid dishonest persons from fishing 
out deposits which may contain cur- 
rency. A series of baffle plates has 
already proved useful, the plates 
being closed when the letter slot is 
open, so that when the slot is open, 
as would be necessary if a wire or 
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( Z d fe letterhead pay Cr youl, Gnd in ofeces where decisions count / 
id 


Every day. more and more leaders in the world of finance are selecting Cockletone 
3 y g 


Bond for important bank correspondence. They prefer this finer letterhead paper because 


its “heavier” quality feel, lively snap and rich shade of white add authority and impres- 


siveness to business messages. We invite you to consider the advantages of appointing 


Cockletone Bond as your bank’s representative. You'll be surprised at its moderate cost. 


THE FINEST LETTERHEAD PAPER EVER PRODUCED BY HAMMERMILL CRAFTSMEN 


For the name of a member of the Hammermill Guild of Printers, ready and willing to supply your printing needs on 
Hammermill Papers, call Western Union by number and ask for ‘Operator 25.” 


MAIL THIS COUPON NOW...for your FREE 
Cockletone Bond portfolio containing spec- 
imens of good modern letterhead design 
which you will find useful in improving or 
redesigning your present bank letterhead. 


: W ith it we will include 
| => . 
Al a sample book of Cock- 


aie letone Bond. 


November, 1949 


— ee ce See cee SE ere 
Hammermill Paper Company 
1505 East Lake Road, Erie, Pennsylvania 
Please send me —F REE—the Cockletone Bond 
portfolio and sample book. 


Name 





Position __ 





other device were to be inserted, the 
wire could not proceed farther than 
the first baffle plate, which would, of 
course, be located very near to the 
opening. 

It is evident that consideration 
must be given to some means of 
preventing fishing. In one case, a 
crook was able to drop a woman’s 
hair net into the opening in such a 
way as to catch deposits which were 
dropped in afterward. He then 
pulled out the hair net with the 
deposits. It would seem that the 
proper arrangement of baffle plates 
with one very close to the outside 
opening should prevent this type of 
robbery. 

Undoubtedly, however, the best 
way to prevent it is to arrange for 
a guard to be near the depository 
whenever it is available for the use 
of depositors. This is being done by 
The First National Bank of Chicago. 
Smaller banks will not, of course, 
feel that such expense is justified. 
In fact, some larger banks have be- 
gun to wonder whether such ex- 
pense is justified or not, due to the 
fact that, in the few weeks which 
the depository has been used, so few 
deposits have been made through 
the keyless slot that many officers 
of this bank wonder whether the 
service is really needed at all. 

The location of a slot depository 


has been tried in different places: 
in the building lobby, in the bank 
itself, just back of the grille which 
closes the bank from the building 
lobby, and on the outside wall of 
the bank. Which one is used must, 
naturally, depend upon the type of 
building in which the bank is 
located. 

The First National Bank of Chi- 
cago uses the type which is placed 
just behind the bank grille work, 
which closes off the bank from the 
building lobby at closing time. 

This bank also has given consider- 
able thought to the wording on en- 
velopes provided to customers who 
wish to use this deposit facility. 
Three types of envelopes are used: 
A small one is used for savings ac- 
counts. Into this, the savings pass- 
book, together with the deposit is 
placed; and after the envelope is 
sealed, the whole thing is dropped 
into the depository. The second en- 
velope is larger and is for checking 
accounts with only a few checks. 
The third envelope is still larger, to 
be uséd by larger accounts. 


The Deposit Contract Is Printed 
On The Depository Envelope 


The wording on the larger enve- 
lopes for commercial account cus- 
tomers reads as follows: 

“In preparing the deposit ticket, 


please write the title and address of 
the account on the face of the ticket 
and also on the acknowledgment on 
the reverse side of the ticket. 

“If you desire a detailed record 
of your deposit, you may fill out the 
duplicate form, which, being part of 
the advice, will be returned to 
you. 

“Enclose the deposit ticket and 
the checks, currency, or coin which 
you desire to have credited to your 
account in this envelope. 

“Items placed in the Depository 
will be removed, verified, and pro- 
visionally credited not later than the 
next succeeding business day. The 
bank shall not be construed to have 
received the same for deposit until 
it shall have removed the same from 
the Depository. During the period 
while such items are lodged in the 
Depository, the bank’s relationship 
is solely that of a bailee.”’ 

Some banks have already discov- 
ered that, in order to get this service 
used, it is necessary to “sell’’ it to 
the public the same as any other 
service. Some banks have advertised 
it in the local newspapers with good 
success. Others have had demon- 
strators in the bank’s lobby to show 
customers how to use it. Others have 
mailed advertising matter to all cus- 
tomers, explaining the use of this 
after-hour service. 


Cards in the building lobby instruct customers of The Onondaga County Sav- 
ings Bank, Syracuse, N. Y. how to do their banking when the bank is closed. 
4 depository requiring no key is provided. The safe is inside the bank. 
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= IN FRIENDS AND INCREASE DEPOSITS 
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che é Cut time-wasting window 
= waiting with this new Monroe 
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which te - Depositors and tellers alike praise the 
ater: ee | 8 new Monroe Savings Pass Book Posting 
ository Machine—it saves so much time for both. 
id pro- ) | may | Tellers can handle more transactions. 
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y. The | Depositors are relieved of irksome 
‘o have a: Se i \ Pi ae waiting at windows. Business is stream- 
it until “ee 7 a iy Fe lined...banking speeded up...customer 
pie: re a and employee relations improved 
in the 4, in : when this versatile new Monroe 
onship . a a a goes to work for you. . 
liscov- : The cost? So low it quickly pays 
service Wie: ft for itself in time, trouble, money saved. 
P ee , 
other 
ertised and better ways of doing business, 
h good you'll want to know what this hard- 
res working “extra teller” can do for you. 
*s have Your local Monroe-owned Branch, 
il cus- listed in the classified directory, will 
of this gladly give you information. So call 


today; no obligation, naturally. 


As a progressive banker, alert to new 


Here's the latest time-saver for your savings window... 


Compact...ideal for counter use...simple to 
install . . . fast, automatic action . . . effortless 
“Velvet Touch.” The Monroe posts the pass 

book and validates new balance on the stub of 
either deposit or withdrawal slip . . . at the same 
time it makes a complete record for audit. 


Simple. .. efficient . . . time-saving! 


MONROE 


MACHINES FOR BUSINESS 


MONROE CALCULATING MACHINE COMPANY, INC., GENERAL OFFICES, ORANGE, N. J. 
November, 1949 21 





We Teach Graduates How To 
elect An Employer ..... 


The Best Of Them Choose Our Company 


Printed forms used to screen out unsuitable prospects before they reach the em- 
ployment office enables this commercial firm to spend a minimum of interviewing 
time with the many desirable graduates who each year seek to join its staff. 


FTER reading the article on 
‘‘High Schools The Best 
Source Of New Recruits” in 

the January issue of Bankers 
Monthly, I thought bankers might 
be able to make use of the prin- 
ciples we have applied in what we 
call “The Graduate’s Guide.” 

It consists of an inexpensive fold- 
er, appropriately imprinted, con- 
taining an introductory letter, two 
check lists and a series of booklets 
explaining our company policies. 

A psychological aspect really un- 
derlies the entire program. As com- 
monly accepted, employment in- 
volves selection of an applicant by 
an employer. We reversed the pro- 
cess and made it appear that the 
employee actually selected us... 
that we, the employer, sold our- 
selves to him. 

We have attempted to bring about 
this state of mind by giving him 
the principles to look for in a top- 
notch employer, and then, through 
the pages of our brochures, to live 
up to these principles ourselves. 

Thus far, the Guide has far sur- 
passed our greatest expectations. As 
a publicity tool, it has done much 
to sell the company to men and 
women who had never heard of us. 
As a time and money saver, it ranks 
with the best. 

We started our program in No- 
vember, 1948. A number of colleges 
were made test cases for the Guide, 
which we sent to the employment 
offices and business libraries of each 
of the schools. We asked them 
merely to leave one where students 
could look it over. 


22 


By JACK C. STAEHLE 
Director of Industrial Relations 
Aldens, Inc., Chicago, Ill. 


Not even a full year has passed 
and we have already received 400 
requests for copies from students. 
In addition, we have found it nec- 


Four Benefits From 
This Personnel Plan 


1. It affords an opportunity to 
publicize important features of 
the company not covered by 
usual advertising campaigns. 

2. It is a means of giving a 
prospective employee a chance to 
judge the company before he 
reaches the employment office. 

3. It has brought about a de- 
cided reduction in interviewing 
time, in many cases amounting to 
more than one half of that usu- 
ally spent. 

4. It eliminates, to a great ex- 
tent, the “I don’t know what I 
want” type of applicant. 


How The Plan Was 
Carried Out 


1. Printed folders setting forth 
advantages of working for the 
company were assembled in one 
imprinted manila folder which 
was called “The Graduate’s 
Guide.” Other pertinent material 
such as Check Lists and introduc- 
tory letters were added. 

2. Guides were distributed to a 
number of colleges with the re- 
quest that one be placed in the 
Student Placement Bureau and 
Business Library of each school. 

3. Material prepared especially 
for use in the Guide was designed 
to help the prospective employee 
select an employer. 


essary to soft pedal the entire pro- 
gram, because the number of job 
applicants was getting to be more 
than we could employ. We would 
rather not advertise at all than mis- 
lead young men and women by not 
having a vacancy for them when 
they prove acceptable. 

A friendly letter in the folder 
states: “We have prepared for your 
use some down-to-earth advice on 
how to seek and acquire the most 
advantageous business connection.” 

How To Select An Employer is the 
title of a check list which contains 
the following short introductory 
paragraphs and 12 key questions. 

“Applicants for employment (and es- 
pecially new graduates who have their 
entire careers ahead of them) should 
select their employer with as much care 
as they themselves are selected by the 
employer. The company that employs 
you invests a considerable amount of 
money in training you to perform ihe 
duties of your position. Your own invest- 
ment is a substantial part of your iife 
and your success or failure on the job 
becomes a permanent part of your record. 
“Many applicants are concerned only 
with the thought of selling their services 
to the highest bidder. This path of the 
moment leads more often to failure than 
to success. The applicant with a long- 
term plan matches his personality to 
that of the company with full assurance 
that earnings will always equal the con- 
tribution he makes. How shall you ap- 
praise a prospective employer? Here is 
a check list for your use. The comments 
concerning Aldens are facts which will 
indicate how the answers to your ques- 
tions may be developed. 


CHECK LIST 


1. Does This Business Have a Yes No 
Sound Economic Purpose? [] [] 
Aldens is a national retail distributor 
of merchandise of the type generally 
purchased by the woman of the 
house. It was founded 60 years ago 
for the purpose of the profitable sale 
of merchandise of dependable qual- 
ity and value. 
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THE NATIONAL CITY BANK 


OF NEW YORK 


Head Office * 55 WALL STREET + New Yo 


Condensed Statement of Condition as of September 30, 1949 


Including Domestic and Foreign Branches But Not Including The Affiliated City Bank Farmers Trust Company 


( In Dollars Only— Cents Omitted ) 


ASSETS 

Cash, Gold and Due from Banks.......... 
United States Government Obligations. .. 

Direct or Fully Guaranteed 
Obligations of Other Federal Agencies 22,606,487 
State and Municipal Securities.............. 326,714,715 
Other Securities. RG walcwe Paw Wes Beha 93,043,867 
Loans and Discounts. rae eer 1,346,355,859 
Real Estate Loans ond Securities. 650,435 
Customers’ Liability for Acceptances......... 15,489,125 
Stock in Federal Reserve Bank.............. 7,500,000 
Ownership of International Banking Corpora- 

RUE ah bed Wake eink Keene oamreLtleanare 7,000,000 
eG i: sixties, ina. a sib sarge da ae es 27,108,201 
eI PINS S 6 5.x k 5 6d ewes amen aelbaGe Ramee 3,328,979 


$1,194,580,598 
1,853,265,018 


i MPT UTTTETRT TL Pee ee 


LIABILITIES 
Deposits. . - aceanlcaecic: Qeanernonaae 
Liability on » dacustenees ond Bills. $26,125,343 
Less: Own re in Port- 
folio. . eas aa cs wae ces « eee 16,606,559 
Due to Foreign Centra Banks 14,565,300 


(In Foreign Currencies) 


Items in Transit with Branches.............. 7,692,524 


Reserves for: 
Unearned Discount and Other Unearned 
Income...... nee 7,309,396 
Interest, Taxes, Other Accrued Expenses, etc. 26,415,010 
BURNS Oho sd cbc cda eee 2,325,000 
Capital. . + Rane Salle-ae: & wove ee 
Surplus. . : Kiiey beeen ae 
Undivided Profits. <0 sence Anas 296,570,600 


POON, 60's ic tacesscssetecs ceecnsveds Gee 





Figures of Foreign Branches are as of September 25, 1949. 
325,353,085 of United States Government Obligations and $14,719,500 of 
other assets are deposited to secure $247,603,951 of Public and Trust Deposits 
and for other purposes required or permitted by law. 


(Member Federal Deposit Insurance Corporation) 
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DIRECTORS 


WM. GAGE BRADY, JR. 
Chairman of the Board 


W. RANDOLPH BURGESS 
Chairman of the Executive 
Committee 
HOWARD C. SHEPERD 
President 


SOSTHENES BEHN 
Chairman, International 
Telephone and Telegraph 
Corporation 

CURTIS E. CALDER 
Chairman of the Board. Electric 
Bond and Share Company 

GUY CARY 
Shearman & Sterling & Wright 

EDWARD A. DEEDS 
Chairman of the Board, The 


National Cash Register 
Company 


CLEVELAND E. DODGE 
Vice-President, Phelps Dodge 
Corporation 

L. M. GIANNINI 
President, Bank of America 


National Trust and Savings . 
Association 


JOSEPH P. GRACE, JR. 
President, W. R. Grace & Co, 


JAMES R. HOBBINS 
President, Anaconda Copper 
Mining Company 


AMORY HOUGHTON 
Chairman of the Board, 
Corning Glass Works 

ROGER MILLIKEN 


President, Deering, Milliken & 
Co. Incorporated 


FREDERICK B. RENTSCHLER 
Chairman, United Aircraft 
Corporation 

GERARD SWOPE 
Honorary President, General 
Electric Company 

REGINALD B. TAYLOR 
Williamsville, New York 

ROBERT WINTHROP 
Robert Winthrop & Co. 





2. Is It a Stable Business? 
Aldens offers the security of the 
basic necessity of its function, its 
highly developed business principles 
and the progressive spirit it has dis- 
played since it was first founded in 
1889. 
Yes Vo 
. Is It a Progressive Business? 0 
Aldens is continuing its dynamic 
expansion begun during the last 
decade. In this period it has tripled 
mail order sales and has expanded 
into the department store business. 
It is organized for continued growth. 
It is a big, little company which 
combines the opportunities of the 
large organization with the attention 
to the individual most often found 
in the small company. 


Does It Offer Opportunities Yes No 
in Your Field of Interest? ea 
Aldens has opportunities for quali- 
fied employees and applicants in the 
following fields: 

Field 

Administration 

Advertising 

Buying 

Financial 

Market Research 

Personnel 

Store Management 


Customary 
Starting Points 
Supervisor Trainee 
Trainee 
Rebuyer or 
Buyer’s Clerk 
Accounting Clerk or 
Junior Accountant 
Junior Statistician 
Clerk or Trainee 
Sales Clerk or 
Trainee 


5. Is the Company Located Yes No 
Suitably? “@e 
Most of Aldens operations are lo- 
cated in the Chicago area. The main 
plant is addressed at 

ALDENS, INC. 
511 South Paulina Street 
Chicago 7, Illinois 
The buying and advertising of style 
merchandise is handled in our of- 
fices at 200 Madison Avenue, New 
York City, New York. 
Our Department stores are located 
in: 
Bloomington, Indiana 
Chicago, Illinois Kankakee, Ill. 
Decatur, Illinois Mason City, Iowa 
Elmwood Park, Illinois Terre Haute, Ind. 


6. Does the Company Develop 

Employees or Merely Use 
Them? 
Aldens has a nation-wide reputation 
for its training program. Every ef- 
fort is made to keep every employee 
informed as to the condition and 
progress of the business. 

. Is the Company Well-Regarded by 
the Public, Suppliers, Customers, 
Stock Holders, Yes No 
Employees? Es Ag 
Aldens invites you to inquire. 

Does the Company Have a_ Yes No 
Good Character? Cae 
Aldens and the mail order industry 
is founded on such time-honored 
slogans as “HONESTY TO THE 
LAST PENNY,” “SATISFACTICN 
OR YOUR MONEY BACK,” and 
many others. The growth of the In- 
dustry is evidence of the sincerity 
with which these principles were 
practiced. Our publication, “THE 
PRINCIPLES OF ALDENS,” lists 
hundreds of the rules which have 
been developed by Aldens as sound 
business practice. There is no bet- 
ter demonstration of our character. 


. Are the Opportunities for Yes No 
Advancement Good? Eger 


Aldens policy of promotion from 


Iowa City, Iowa 


Yes No 


within is of long standing. Our 
President was a shoe buyer in 1922. 
Our Director of Sales was an in- 
voice clerk in 1929. Our Director of 
Finance was an accounting clerk in 
1919. The examples of personal 
progress at Aldens are many. 


Are the Company’s Per- Yes No 
sonnel Policies Sound? oO 
Aldens ranks among the top 10 per 
cent of all national organizations in 
the suitability and soundness of per- 
sonnel policies. Her policies are de- 
signed for the comfort, convenience 
and welfare of all employees. 


. Are There Incentives to Yes No 
Do the Best Job? ES 
Aldens is a firm believer in ade- 
quately rewarding employee effort. 
Most jobs operate under well 
planned incentive arrangements 
which put total earnings squarely in 
the hands of each employee. 


Is There a Sound Man- 
agement Philosophy? EB e 
Aldens produces through the co- 
operation of the many rather than 
by the edicts of a few. Duties, re- 
sponsibilities and authorities are 
clearly delineated. Wages and sal- 
aries are established by scientific 
evaluation. Read “Successful You” 
which describes our philosophy of 
employee-employer relationships. 
And Finally—Check Yes No 
References, Are They Good? 0 
Aldens offers the following refer- 
ences: 

Dun and Bradstreet 

Continental Illinois Bank, Chicago 

Northern Trust Company, Chicago 

The public at large 

Our customers 

Our employees 

Our suppliers 

Our stockholders 


“When you have completed your check 
list, review all of the items. Consider 
each “No” in relation to its possible effect 
on your future should you affiliate with 
this company. Weigh all the facts care- 
fully and make your decision. Let your 
future employer know that you have 
checked up on the company. He’ll appre- 
ciate your good judgment. 


The second of the check lists is 
designed to help the prospective 
employee prepare himself for seek- 
ing a job. This presentation has 
proved a great aid to us in bringing 
talented young people to Aldens. 
The title of this list is: 


HOW TO SELL “+ aaa SERVICES 


THE EMPLOYER WHOM YOU 
SELECT 
. Have a Life Plan 

Know what you want to do. Pian 
your short-term and long-range ob- 
jectives. What do you want to be 
ten—fifteen years from today? What 
are the milestones along this path? 
How long will it take you to reach 
each marker? There can be no suc- 
cess without an objective and the 
drive necessary to achieve it. 


. Know to Whom You Wish to Sell 
Yourself 
Select your prospective employer 
with care as you have been advised 
in “How to Select an Employer.” Re- 
member that your future and the 
speed of your progress depends great- 
ly on the accuracy of your selection. 


Yes No 


Find out whom you should contact. 
Avoid placement by “pull.” Do it on 
your own. 

Know What You Have to Sell 

Take stock of your assets and your 
liabilities. List them on a balance 
sheet. Be honest about it. You'll fool 
only yourself. Make up an abstract 
of your background and write a 
selling letter of introduction. 


. Plan Your Presentation 

Rehearse the interview. What ques- 
tions can you expect? How will you 
answer them? What does the em- 
ployer want? Submerge your per- 
sonal wishes in a determined effort 
to offer him that which he will find 
most acceptable. 


The Approach 
First the letter and abstract. Phrase 
the letter in terms of what the em- 
ployer desires. Make it a bridge that 
will convince him that he will be the 
loser if he fails to interview you. 
Don’t oversell but don’t be coy either. 
Be direct and forceful. 
Have an Idea 
A little research concerning your 
prospect will pay off. Find out ev- 
erything about the business as you 
complete the check list, “How to Se- 
lect an Employer.” What problems 
are besetting the company and others 
in its industry? What contribution 
can you make toward the solution of 
those problems? The person with an 
idea almost always gets the job. 

Look the Part 

Dress neatly in business clothes. Gen- 

eral appearance, grooming are im- 

portant. Don’t underestimate them. 

Look successful. 

. Relax—Be Yourself 

Be natural. Attempts to act like some- 

one you are not are always obvious. 

Have faith in your ability and let it 

suffice to sell you. Be calm, tactful, 

courteous, and cooperative. 

. Bear Your Credentials 

Carry everything the employer may 

need to make a decision—your Social 

Security Card, birth certificate, citi- 

zenship papers, discharge certificates, 

letters of reference. A record of your 
school grades and activities is help- 
ful. 

GOOD LUCK 

This guide has a real advantage 
in that the “I don’t know what I 
want to do” type has been elim- 
inated. We felt sorry for the young 
man or woman who found himself 
or herself in this state of mind, and 
consequently, we often spent many 
hours of our valuable time attempt- 
ing to help, in numerous cases, to no 
avail. 

Under the Guide plan, however, 
each applicant who enters our of- 
fice demonstrates, in part at least, 
that he knows something of the 
type of work we are doing, that he 
realizes what the company is striv- 
ing for, and how it is attempting 
to reach that goal. He has a pretty 
good idea, too, whether or not he 
will fit into our organization. If not, 
he at least knows just what points 


need clarification. 
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| Like My Job As Receptionist 


“I learn something every day about human nature that helps me 
to keep my faith in people. Because of that I love niy job.” 


By MARILYN SCOTT 


Receptionist, Boatmen’s National Bank 
St. Louis, Mo. 


Y job as receptionist in our 

M bank is to try to transmit 

a feeling of friendliness and 
warmth to our customers. 

I enjoy greeting everyone who 
comes into the bank with a smile. 
My job also includes being an in- 
formation clerk. In these days, 
banking provides so many services 
and includes such a broad field that 
people are naturally a little con- 
fused about just where to go for 
each service. We.need a clearing 
point for information the same as a 
department store. 

As you can well imagine, coming 
into contact with several hundred 
people every day provides many in- 
teresting experiences. People take 
the word “information” seriously 
and ask all sorts of questions unre- 
lated to banking. They ask about 
what street car to take to “such and 
such” a place, or “will it rain to- 
day?” or “what day is this?” This 
job requires keeping on your toes 
not only as far as banking goes, but 
concerning the world around you 
as well. 5 

Several times, mothers have left 
their young babies in my lap while 


Seven Reasons Why I Love 
My Job In The Bank 


1. My job is to transmit a feel- 
ing of friendliness and warmth to 
bank customers. 

2.1 enjoy greeting with a 
smile everyone who comes into 
the bank. 

3. Coming into contact with 
several hundred people every day 
provides many interesting experi- 
ences. 

1. Mothers often leave their 
habies on my lap while they at- 
tend to their banking. 

5. Elderly people regularly 
stop for a chat. 

6. The job is as interesting as 
people themselves. 

7. It is helping me to keep my 
faith in people, and, because of 
that, I love it. 
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they did their banking business. 
That’s always quite a treat because 
the babies are so sweet. 

There are several elderly people 
who make the receptionist’s desk a 
regular stop for a chat whenever 
they are downtown. They tell me 
about the things they’ve been doing 
and the things they are planning. 
Talking with them is always very 
pleasant; they are so nice. 

Several times, people who appre- 
ciate a little kindness and a smile 
have dropped candy or flowers on 
the desk. It’s quite a thrill when 
something such as that happens and 
it makes you realize how much peo- 
ple appreciate little things you do 
for them, 


This job is as interesting as peo- 
ple themselves. By meeting all sorts . 
and types of people, much knowl- 
edge can be gained about them. I 
learn something every day about 
human nature that I didn’t know 
before. It’s really surprising how 
pleasant and kind people are. This 
job is helping me to keep my faith 
in people, and, because of that, I 
love it. 

There will be a place for more 
jobs like mine in the future because 
banking is tending in the direction 
of this friendly feeling toward the 
people it deals with. Friendliness 
will bring about a feeling of confi- 
dence and security on the part of 
the bank’s customers. 





PEOPLES FIRST NATIONAL BANK & TRUST COMPANY 


EMPLOYEES STATEMENT OF EARNINGS AND DEDUCTIONS 


CONFIDENTIAL 


® DEOUCTION CODE 
1 FEDERAL OLD AGE BENEFIT 
PENSION CONTRIBUTION 
BONDS 
FEOERAL INCOME TAK 
MiO-MONTH PAYMENT 


Vv S&S SAVINGS 


HOSPITAL INSURANCE 


TOTAL EARNINGS 





AMOUNT CREDITED TO YOUR ACCOUNT 


Employees of this bank pay their bills with checks on Peoples First. They receive their 
salaries in the form of a deposit to their checking account in the bank for which they work. 


We Cut Costs, Saved Time, 
Improved Public Relations 


Free checking service for our employees brought these results. 


E HAVE improved employee 
and public relations and 
have decreased our expenses 


by encouraging our officers and em- 
ployees to transact their personal 
business with Peoples First National 
checks. 

For many years, like most banks, 
we did not permit our employees to 
have accounts in this bank; conse- 


By S. H. CHELSTED 


Vice President, Peoples First National Bank 
and Trust Company, Pittsburgh, Pa. 


quently, they paid their bills with 
checks drawn on competitor banks. 
Merchants who knew our employees 
probably wondered why. They 
couldn’t be expected to know that 
it was considered good banking 


Five Benefits From Maintaining 
A Checking Account For Each Employee 


1. The expense of two full-time employees 
and several hours of work twice each month at 
each of 15 offices has been saved. 

2. Four employees handle the payroll work 


for 986 workers. 


3. No cash need be counted and no checks 
are issued, for the employee receives only a de- 
posit receipt showing that the amount due him 
is credited to his chécking account. 

4. Audit control is more simple and requires 


less time. 


5. All salary deductions are made from the 
second deposit each month. 


practice, so they probably gave it 
another interpretation. 

In addition to the public relations 
value of having our checks used by 
our employees, we have saved the 
expense of two full-time employees 
and several hours work twice each 
month at each of our 15 offices. At 
the present time, our payroll depart- 
ment consists of four employees, two 
of whom are bookkeepers. No addi- 
tional help is required at any time. 

We have eliminated unnecessary 
work and expense in the following 
manner. Formerly, it was necessary 
to prepare a statement of earnings 
and then to count cash for our 986 
workers. Each salary had to be de- 
livered individually and personally 
receipted. Today, our payroll de- 
partment makes out the payroll 
statement, which serves as a deposit 
slip to the employee’s checking ac- 
count. No receipt is necessary, and 
the notice can be sent through inter- 
office mail in sealed envelopes. 

If an employee is away, there is 
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no problem of keeping the cash or 
returning it to the payroll depart- 
ment. Under this centralized system, 
we have been able to establish a 


much simpler and less time-con- | 


suming audit control. In case of er- 


ror, corrections can always be made, | 


whereas errors in cash payments 
seldom can be traced. 


We issue deposit statements twice | 


monthly. The days are established 
in advance, usually around the 11th 
and 27th of each month when our 
commercial business is not as heavy. 


The statement of the 11th is con- | 
representing | 


sidered an advance, 
roughly one-half of the net earnings 
for the month. All deductions are 
made in the second period, simpli- 
fying our bookkeeping and report- 
ing of tax and social security de- 
ductions. 

Under our present system, em- 
ployees cash their personal checks 
to obtain currency during the light 
periods of the day when tellers are 
not busy. They need not take their 
time or bank time to go to neighbor- 
ing banks to take care of their finan- 
cial affairs. 

Check books are issued without 
cost to the employees unless per- 
sonalized checks are desired; these 
are imprinted at cost. All employee 
checks are cross-hatched at the up- 
per right-hand corner to identify 
them from regular customers’ 
checks. All items go directly to the 
payroll department where all book- 
keeping is handled. This precludes 
the possibility of employees outside 
of the payroll department becoming 
acquainted with the business or 
earnings of other employees. State- 
ments are furnished when a state- 
ment sheet is filled. 


We have had surprisingly few | 


overdrafts, and, in the cases which 
have occurred, a phone call to the 
employee receives immediate atten- 
tion. There is no limit placed on the 
number of items, and everyone is 
encouraged to use this free checking 
account for all banking needs. 

Our officers and employees are 
wholeheartedly in favor of this plan 
for it saves them money and time 
and gives them the personal satis- 
faction of transacting their business 
with the bank for which they work. 


Our own abilities and attitudes 
toward life and work represent our 
main assets. 
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You can help them by 


making our Foreign Department 


YOUR Foreign Department 


OUR SERVICES INCLUDE: 


Collection 


of checks, drafts, coupons and 
other items payable in foreign 
countries 


Remittances 
to foreign points by draft, mail 
or cable 


Advances 

on checks, drafts, couponsand 
other items payable in foreign 
countries 


Puarehase and Sale 


of foreign currency and coin 


Letters of Credit 

for financing imports or domes- 
tic shipments, and for use as 
travel funds 


Travelers’ Cheeks 
for use at home and in fact 
throughout the world 


Reports 

on import, export and ex- 
change regulations of foreign 
countries 


Credit and Investment 


information from reliable 
sources 


Through our Foreign Depart- 
ment your services to cus- 
tomers can reach around the 
world. 


Continental Illinois National Bank 


and Trust Company of Chicago 


CHICAGO 90, ILLINOIS 


Member Federal Deposit Insurance Corporation 





Bic [-Kelele transit 


letter containin 


218 checks 


This case-history—based 
on the experiences of the 
Security National Bank of 


Battle Creek, Battle Creek, 
Michigan—is typical of 
hundreds in the Recordak 
files. It shows how 
Recordak users save 
time, effort, dollars when 
the unforeseen occurs. 








218 transit checks lost en route, 


but the Security National Bank of Battle Creek was fully pro- 
tected . . . had a photographically accurate microfilm record 
of the missing items. It forwarded this to the Recordak Film 
Processing Laboratory in Detroit—the nearest of 20 such 
centers established for the convenience of Recordak users. 


Free Facsimile Service. 


At the Recordak Film Processing Center, expert technicians 
... working with Kodak-designed equipment . . . and follow- 
ing Kodak processing technics . . . promptly produced 218 
“picture perfect” facsimiles directly from the microfilm rec- 
ord. A service that was performed without cost . . . in accord- 
ance with Recordak’s established policy of furnishing free 
facsimiles of all lost transit items. 


Within 3 days 


after the loss was established the bank had a duplicate transit 
letter on its way toward payment. Commenting on this, 


Mr. C. J. Jackson, auditor of the Security National Bank 
of Battle Creek, wrote: 


“Your very prompt service at no cost to us seems un- 
believable in these days of high costs and charges. 


“Needless to say, these Recordak facsimiles have saved us 
weeks in tracing the lost items and in getting duplicates 
back; and unquestionably some loss resulting from items 
that would have been hard to trace.” 


Write today 

for a free copy of IN BANK AFTER 

BANK AFTER BANK. It gives full 
details on the application of Recordak microfilming to transit 
and bookkeeping routines . . . shows how it provides un- 
paralleled protection . . . saves time, effort, dollars in thou- 
sands of banks. 


In addition, it gives complete details on the line of Recordak 
Microfilmers designed for banks of every size . . . explains 
how they can be obtained without capital investment . . . at 
a low monthly rental charge that includes servicing and parts 
replacement. Recordak Corporation (Subsidiary of Eastman 
Kodak Company), 350 Madison Ave., New York 17, N. Y. 


*Recordak”’ is a trade-mark 


=RECORDEK 


(Subsidiary of Eastman Kodak Company) 
originator of modern microfilming-— 
and ifs application to banking systems 





Fifteen. Building Improvements 


Increased Efficiency 20% To 50% 


This bank was remodeled about two years ago and has measured the re- 


sults to determine what may be expected from building improvements. 


FTER careful study, we can 
safely say that the efficiency, 


speed-up, and actual produc- 
tivity of commercial tellers was im- 
proved approximately 35% as a 
result of complete modernization of 
our commercial cages and additional 
new equipment for each teller in 
the form of Burroughs teller ma- 
chines. 

With the remodeling and modern- 
ization of our savings department, 
including installation of National 
Cash Register machines and the 
adoption of the “‘no ticket plan,” our 
efficiency, accuracy, and customer 
service was improved by 20%. 

Our installment loan department, 
which has about 1% million dollars 
outstanding, had been operating in 
exceedingly cramped quarters. We 
more than tripled these quarters as 
well as providing accessibility to the 
public after regular banking hours. 
As a result, our installment loan de- 
partment has improved its effi- 
ciency, service, and operating facili- 
ties by at least 50%, at the same 
time acquiring $250,000 of additional 
loans. 


More Room Provided 
For Conferences 

Before the remodeling, our trust 
department was jammed into tight 
and undesirable space which did not 
provide privacy for confidential 
transactions characteristic of this 
type of banking service. Its effici- 
ency and service facilities are now 
unimpaired, and the department’s 
quarters provide ample, comfort- 
able, and confidential space for 
clients, as well as its own vaults for 
its confidential records. 


The efficiency of our bookkeeping 
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By GEORGE S. ANDERSON 


President, The First National Bank of 
Elkhart, Ind. 


The lower picture shows how much lighter and more 
pleasant the tellers’ space was after modernizing the 
lobby. The upper picture was made before remodeling. 
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department, including transit and 
proof, was improved by more than 
35°>. This department occupies ap- 
proximately four times more space 
than used before the remodeling, 
and in the course of the project was 
shifted to our third floor. It is served 
by a small automatic elevator and 
has its own communication system. 
All three sections, that is, proof, 


transit, and bookkeeping, were 


soundproofed as to ceilings, walls 


and floors. We now use two more 
posting machines and one more 
I.B.M. proof machine, as well as the 
latest model Recordak and Reader. 
We have also added a new addresso- 
graph in place of one which had 
been in our service for 20 years. 

Our “esprit de corps” has been 
noticeably improved. Our whole or- 
ganization is exceedingly proud of 
our building, and we are sure that 
our customers are proud and they 


Customers appreciate the warmth and cordiality which was added when 
the space in the top picture was remade as shown in the bottom picture. 
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do not hesitate to mention how 
much they like it. 

It is my opinion that when a bank 
is giving consideration to the mod- 
ernization or remodeling of its quar- 
ters, it should not undertake the 
project solely with the thought of 
acquiring immediate new business. 
It should remodel if the bank’s cus- 
tomer requirements, the bank’s effi- 
ciency, and its general facilities are 
not being met or are not up to stand- 
ards which should be offered in 
services and public relations in the 
bank’s own territory. 

We learned by this experience 
that, in addition to architectural tal- 
ent, a bank should bring in outside 
operating men who are available 
among our city correspondents, 
whose outside viewpoint usually 
proves invaluable. We received par- 
ticularly fine help from Wilbur Poor 
of the Continental Illinois National 
Bank and Trust Company of Chi- 
cago. 


More Floor Space 
For Operating Departments 

The extensive remodeling project 
for the bank building, started in 
April of 1947, included the addition 
of an intermediate floor in the rear 
of the building, moving the book- 
keeping, proof, clearing and transit 
departments to the third floor, giv- 
ing these departments 976 square 
feet of floor space against 404 square 
feet they previously had on the sec- 
ond floor. 

This move also provided hand- 
some new quarters for the trust de- 
partment and the auditing depart- 
ment, both on the second floor. 

The operating departments on the 
third floor are located in sound- 
proof rooms with the latest models 
of bookkeeping and proof machines, 
files, indorsing, Recordak, and Ad- 
dressograph machines. These quar- 
ters include new, tiled rest rooms. 

The addition of a new front mez- 
zanine floor provided the install- 
ment loan department with new and 
model quarters using 1,012 square 
feet, whereas this department for- 
merly was limited to only 308 square 
feet of working space. 

A new marble stairway in the 
front lobby serving the three floors 
eliminated the old hazardous and 
narrow circular stairway. 

New fluorescent lighting fixtures 
have been installed throughout the 
building. Innumerable compliments 
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Improved Efficiency Which Resulted 


From Improved Banking Quarters 


1. Commercial tellers—35%. 

2. Savings tellers—20%. 

3. Installment loan depart- 
ment—50%. Loans increased by 
$250,000. 

4. Bookkeeping (including 
proof and transit )—35%. 





Improvements In The Building 

1. An increase of 572 square 
feet of floor space for operating 
departments. 

2. New and enlarged quarters 
for the trust department. 

3. Additional space for the au- 
diting department. 

4. Operating departments 
were sound proofed. 

5. The latest models of proof, 
bookkeeping, indorsing, Recor- 
dak, and addressing machines 
were added. 

6. New rest rooms were pro- 


have been paid these lighting fix- 
tures—especially those in the ceiling 
of the main bank lobby which create 
a skylight effect, and which have 
eliminated the necessity of desk 
lamps. 

All bronze grilles on the tellers’ 
windows have been eliminated— 
doing away with the old “zoo effect” 
once popular in banks. With glass 
and marble making up the line of 19 
tellers’ windows there is the utmost 
in handsome simplicity, vision and 
safety. 

Space for officers’ desks in the 
front lobby has been increased by 
one-third. Walls and woodwork of 
natural mahogany flexwood lighten 
the main bank lobby and harmonize 
with the light marble, glass and 
stainless steel. 

The Main Street entrance has 
been redesigned with all-glass doors 


Here’s One Way Strangers 
Raise The Amount Of 
Approved Checks 

A few years ago, one of the offi- 
cers in a seaport bank was visited 
by a well-spoken stranger who rep- 
resented himself as a sea captain 
from Philadelphia. He gave a long, 
interesting, and convincing story 
about having been out on a gay par- 
ty the night before, in the course of 
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vided with tiled walls. 

7. The installment loan de- 
partment was given 704 additional 
square feet of floor space. 

8. An old hazardous circular 
stairway was replaced by a new 
marble stairway. 

9. Fluorescent lighting was in- 
stalled throughout. 

10. Bronze grilles were elimi- 
nated from tellers’ windows. 

11. One-third more space was 
provided for officers’ desks. 

12. Entrance doors are clear 
glass and are opened automati- 
cally by means of electric eyes. 

13. Two conference rooms were 
added. 

14. New tellers’ window ma- 
chines were installed for commer- 
cial tellers. 

15. N.C.R. posting machines 
were provided savings tellers. 


operated by “electric eyes.” The 
side, or High Street entrance has 
been completely rebuilt with dou- 
ble all-glass doors, doing away 
with the unsatisfactory revolving 
doors. 

The capacity of the building’s air 
conditioning plant has been in- 
creased to care for the building 
additions. In this connection, it is 
appropriate to mention that air- 
conditioning for the entire building 
was installed in 1937. 

Where formerly there was only 
one conference room in the banking 
quarters, the remodeling program 
has provided three. 

Included in the building program 
were installations of 11 new Bur- 
roughs tellers’ machines for all 
commercial tellers, and four new 
National Cash Register machines for 
the savings department. 


which he was robbed of his wallet 
containing all his cash and certain 
of his identifying papers. The cap- 
tain stated he was now in desperate 
need of the sum of $6 to get himself 
back to Philadelphia. 

The gentleman in question had 
with him a check on a certain well- 
known bank in Philadelphia which 
he wished to make out to cash. The 
officer posed certain questions to 
this gentleman about the bank in 








Philadelphia. The latter responded 
fluently, referring to a number of 
the officers of the Philadelphia bank 
who were known to the man to 
whom he was talking. He called 
them by first name as if they were 
bosom companions. Such identifica- 
tion as the captain had on him 
seemed to be in good order. 

The officer decided, therefore, that 
the captain and his story were per- 
fectly legitimate and that the man 
was indeed in a slight fix. So he 
escorted him over to a teller’s win- 
dow, after he had made out his 
check on the Philadelphia bank for 
$6, and told the teller to pay him 
the $6. 

A few days later, the check for $6 
bounced. Subsequently, the bank 
officer had occasion to speak on the 
telephone with one of the officers at 
the Philadelphia bank on which the 
check was drawn. He _ inquired 
about the instance in question, The 
officer of the Philadelphia bank said, 
‘What, you only got stuck for $6? 
Ten other New York banks the same 
day got stuck for $60 apiece.” 

It seems that the captain had used 
the same convincing story on ten 
other banks in New York City, all 
within a short time of each other. 
Only, in each of the other cases, the 
bank officer who approved the cash- 
ing of the check had not accompa- 
nied the man to the teller’s window. 
Therefore, after the captain had ob- 
tained the officer’s initials approving 
the $6 amount, he had stopped at a 
writing table and raised the check 
from $6 to $60, writing in a “ty” 
next to the written figure and put- 
ting in an extra “0” after the “6” 
in the numeral amount. 

This little incident may explain 
the advisability of seeing to it that, 
once a check is approved for cash- 
ing, the individual is_ escorted, 
either by the approving officer or by 
somebody else he may delegate, 
over to the teller’s window. 


Apparently, the dangers of taking 
custody of customers’ valuables 
without the proper protection is not 
clearly understood by some banks. 
This is revealed by the fact that a 
state bankers association secretary 
recently discovered that 181 banks 
in his state will accept for custody 
either locked or unlocked tin boxes 
containing unknown valuables for 
protection in the bank’s vault. 
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Director, Lambert Company 
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President, Emigrant Indus- 
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President, John P. Maguire & 
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HAROLD C. RICHARD 
New York City 


HAROLD V. SMITH 


President, Home Insurance Co. 


ERNEST STAUFFEN 


Chairman, Trust Committee 
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President, National Dairy 
Products Corporation 

GUY W. VAUGHAN 
Chairman, Wright Aeronautical 


Corporation 


HENRY C. VON ELM 
Chairman of the Board 
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President, Westinghouse 
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In this photograph, you see Walter 
Shoaff, Margaret Spohm, and Erve 
Holton engaged in a banking duty in the 
offices of the American Trust Company in 
San Francisco. The question is: What is the 
purpose of the work they are doing? Select 
your answer from the following: 
the right is dictating 
letters to his secretary; b. A comedy film is 
being reviewed for a bank party; c. These 
people are members of the training division, 


and are preparing to run a film to educate a 
training class 


a. The gentleman at 


Which of the following is not a cor- 
rect statement? 


a. Interest earned but not yet due on savings 
accounts and other interest-bearing accounts 
and on notes and other obligations issued by 
a bank is called ‘accrued interest payable”’; 
b. Notes and acceptances arising out of agri- 
cultural transactions as distinguished from 
purely commercial or industrial transactions 
classify as “‘agricultural paper’’; ec. A certifi- 
cate of incorporation authorizing a bank to 
conduct the business described in the certifi- 
cate is called ‘‘The Bank's By-Laws.” 


A customer handed a 


pennies and slip listing, 
“Pennies, $6.00.” How many rolls should 
the teller receive? The answer is to be 
based on the latest A.B.A. recommendation 
as to the number of coins in a roll 


teller rolled 
a depcsit 


c. 36 


In which of the following cities is 
there no Federal Bank or 


a branch of a Federal Reserve Bank? 


Reserve 


a. Atlanta; b. Harrisburg, Pa.; c. Chicago 


34 


(Answers on Page 40) 


5) Which one of these amounts can bi 
paid with four pieces of paper mon- 
ey, each a different value? 
a. $125; b. $130; c. $123 


If a customer handed you currency 
including three “fives,” four “tens,” 
three “ones” and four “two’s,” how many 
pieces could not be Federal Reserve Notes? 


é 0 bh. Be F. 


Which of the following could serve 
as collateral on a bank loan? 


a. 1,000 pounds of old newspapers; b. Field 


Warehouse receipts on sugar. 

If a 90-day mote is dated May 3, on 
which date will it fall due? We will 
that the due date is not Sunday 
and that your bank is open on Saturdays. 


assume 


a. Aug. 2; b 


£) If information clerk in 


vour bank, which would be the cor- 
rect answer to the following question: “My 
wife asked me to cash this check for her. 
How shall I indorse it? 


July 31; ¢«. Aug. 1 


you’ were 


a. You ean't cash that check until she in 
dorses it; b. Just sign her name; ec. The 
correct way is to ask Mrs. A. to indorse it, 
for it is made payable to her. Then bring 
it in and sign your name under hers, Then 
teller No. 2 will be glad to cash it for you 


H0) If you were handed the following pa- 

per money with the colors of seals 
indicated, how many dollars would be rep- 
resented by Federal Reserve Notes: Two 


with red 
50's with 


2’s with blue seal; Three 20's 
seal; Two 5’s, one 20, and four 


green seals? 


a. $4: b. $60; ©. $230 


Which of the following titles is most 
commonly used in banking? 


a. Asst. vice president; b. Conductor; ¢ 


Chief -engineer. 


Which of the following statements 


12) was made in an issue of Bankers 


Monthly a few months ago? 


a. We usually have much more information 
about a borrower at the time we charge-off 
a loan than we have when the loan was 
made; b. A bank never makes a loan unless 
it has every type of information and a com- 
plete list of all facts about the borrower and 
his business; c. Bank loans are made on the 
basis of the opinion the directors have of 
the borrower. 


A chattel mortgage is most likely to 
be found in which department? 


a. Collateral; b. Bookkeeping; c. Proof 


A recent bank statement showed the 
following two items: 

a. $797,885,488; b. $110,438,719. Which one is 
most likely to represent ‘“‘Loans and LDis- 


counts” if the other one represented “Other 
Bonds and Securities’’? 


If you were looking over a custom- 
financial statement, and found 
the abbreviation “Div.,” how would you 
interpret it? 


ers 


a. Divided authority; b. Division superin- 
tendent; ¢ Dividends; d. Drivide the 
amount 


Place the number of the department 

listed in the left column on the line 
following the description of the transaction 
in the right hand column to indicate which 
department would handle the transaction 
(assuming that all these departments ex- 
isted in one bank.) This question counts 
five points. 


Transactions 


Departments 


. Amortization 
payment. 


1. Clearings. 


2. Collection of a 
check on the 
bank across the 
street. 


2. Transit. 


Application for 
a teller’s job 


3. Trust. 


Payment made 
to a beneficiary. 


Personnel. 


5. Writing a cash 
letter. 
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“WE'VE HANDLED $6 MILLION IN 


‘Chicken Paper’ and Have Never Lost a Dime,’ 


Says Mr. Shelby Ford, President of The First 
State Bank, Springdale, Arkansas 


i 


The Purina Dealer-Banker Team in Springdale (left to right): Dealer Parsons, Banker Ford, Dealer Sharp. 


Springdale is in the heart of a northwestern Arkansas 
broiler-producing area—a business that has grown 
and prospered largely as the result of teamwork 
between the growers—the bank—and the local 
Purina Dealer. 


Pioneer in broiler financing is Mr. Shelby Ford, 
President of The First State Bank. He estimates that 
in the last 10 years his bank has handled about six 
million dollars worth of “chicken paper”—has 
financed 12 to 2 million broilers a year. Working 
hand in hand with Banker Ford in developing this 
community-building project has been the local 
Purina Dealer, Sharp & Parsons. 


“In the early days of the development of this 
broiler area I could see that credit was a bottleneck 


to future expansion,” says Banker Ford. “I felt that 
loans made to good growers through feed dealers 
who were well equipped to supervise the growers’ 
operations from start to finish would be good, 
sound loans for our bank. 


“Working through Purina Dealers like Bob Sharp 
and Shorty Parsons who select their growers care- 
fully and then follow through to see that they stay 
on a sound feeding and management program, I 
believe that ‘chicken paper’ is the safest loan paper 
a bank can have. We have never lost a dime!” 


This is another example of a Banker-Purina team 
working together to their mutual benefit and for the 
good of their agricultural community. Why not 
learn to know your local Purina Dealer better? 


OPPORTUNITIES IN YOUR COMMUNITY 


BREESE &@ 
OrRies... 


nts e@Xx- 


, There are new opportunities for community building in 
counts 


your town, too. Why not make it a point to talk over the 
livestock and poultry possibilities of your area with your 
Purina Dealer soon? 


If you do not have a Purina Dealer in your town now, 
find out about the Purina Franchise as an opportunity 
for young men in your community. Purina Chows for 
livestock and poultry and Purina Sanitation Products 
are distributed from 32 strategically located plants and 
carry the Checkerboard label, rural America’s best- 
known trade-mark. 


TU es 

“eS SU RINA CHOWS ki P . ‘ ‘ ‘ 

oe Matty For more information on the Purina Franchise, write 
. to Department C. 


RALSTON PURINA COMPANY 
1600 Checkerboard Square St. Louis 2, Missouri 


5 RRR OE a a” ase 


November, 1949 35 












66 ANK frauds in the past six 
B months have been greater 
than in the past six years,” 
stated the attorney for a large bank 
recently. This is an indication that 
everyone in a bank must be alert to 
the possibility of a raised amount or 
a forged signature. In the hope that 
information as to how amounts are 
raised will help to alert bank em- 
ployees, I shall give here a detailed 
description of how the amounts are 
raised and how such a fraud may be 
detected. 

Reproduced on this page are the 
amount lines from two bank money 
orders, the amounts of which were 
raised. It just happens that both 
checks were originally made for six 
dollars and both were raised to sixty 
dollars. It is easy to raise six to sixty 
by adding “ty” to the written word 
and one zero to the numeral amount. 
That is what the person did who 
purchased these six dollar money 
orders and cashed them for sixty 
dollars. 
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GOOO FO EMORY THAN THREE HUNORED DOLLARS 
SUPERVISION 


_ How To Recognize A Raised 
Check, Draft, Or Money Order 


A detailed study of the strokes in those letters which make a small 
amount into a larger one should readily disclose a raised amount. 


By C. H. FLETCHER 


In illustration No. 1, you can see 
that the “ty” which was added to 
the “six” on the written line is 
badly blurred. The person who 
wrote this money order in the bank 
had made what he thought would 
represent the word “and” by using 
a quickly drawn “x,” as an imitation 
of the abbreviation for “and.” In 
order to raise this money order to 
“sixty ”’ the buyer had to trace over 
this formativa, with the result that, 
the person who cashed it for $60 
should have known that something 
was wrong. 

Note, also, in No. 1 that the space 
for the dollars is a square; the space 
for cents is another square. The 
shape of the square for the dollar 
amount is such that it is very diffi- 
cult to write one numeral in it with- 
out leaving space either in front or 
back of it where a dishonest person 


~00 p> ~ 


me  _- —_ ______DOLLAR'SS 
THREE HUNORED DOLLARS eee 









might increase the amount by add- 
ing another numeral. 

The person who wrote this money 
order did not realize that, appar- 
ently, and wrote the 6 in about the 
middle of the square. That left 
plenty of room for the dishonest 
person to add a zero afterward. 
However, the person who cashed 
this money order should have noted 
that the weight of the stroke of the 
zero which was added is so even all 
around that it could not have been 
written with a free hand stroke. No- 
tice that the six is heavy on the 
down stroke and lighter on the up 
stroke, whereas the zero is heavy 
all the way around. The zero was 
drawn by a dishonest person. 

Note another thing in the square 
where the number of cents is sup- 
posed to be added. The person who 
originally wrote the money order 
made a double cross. The person 
who added the zero to make the six- 
dollar money order a sixty-dollar 
order added a little flourish of his 





<< eV : 











It should have been noticed by the teller who cashed the money orders from 
which the amount lines above were cut that some dishonest person had added 
“ty” to the word “six” and had inserted a zero after the 6 in the box at the right. 
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- Mlosler 
BANK VAULTS 


No great surprise that the first two Federal Reserve 
Bank Vaults ordered since the war (Seattle, Washing- 
ton and Portland, Oregon) should be built by Mosler. 
Because, for more than a century, banks the world 
over have depended upon Mosler’s complete line of 
fine equipment for the best fire and burglary protec- 
tion available. . 


Of all the Bank Vaults installed throughout the world 
by Mosler, not one has ever failed to give complete 


protection. Reason enough why no bank can afford” 


not to check with Mosler before ordering protective 
equipment of any kind from safe deposit boxes to bank 
vault installations. 


ge Mosler Safe ¢. 
Main Office: 320 Fifth Avenue, New York 1, N.Y. 
Factories: Hamilton, O. 
LARGEST BUILDERS OF SAFES ANDO VAULTS IN THE WORLD 


, 1949 


Boston 
Chicago 
Philadelphia 
Pittsburgh 
Washington, D. C. 
Atlanta 
Baltimore 
Cincinnati 
Covington, Ky. 
Minneapolis 
Dallas 
Houston 
Denver 
Detroit 
Kansas City 
los Angeles 
Portland, Ore. 
St. Louis 

San Francisco 
York, Po. 
Pensacola, Fla. 


Builders of the U.S. Gold Storage 
Vaait Doors at Fort Keer, fy. 















pen in the form of a fairly straight 
line with a hook at the beginning. 
This set of two marks with a differ- 
ent weight of strokes should have 
warned the person who was paying 
out sixty dollars for a money order 
that was drawn for six. 

Now note illustration No. 2. The 
bank clerk who wrote this money 
order very carefully wrote the word 
“and,” but the crook was able to 
add “ty” to the word “six” under- 
neath the “and” because it was writ- 
ten with the “a” starting enough 
above the line to allow space for the 
“ty.” However, it would seem that 
the small “t” with the short down- 
ward stroke, when you compare this 
“t”? with the capital letter “S” at the 
beginning of the word, was not writ- 
ten by the same person who wrote 
the original amount. Notice, also, 
that the cross of the “t” is a long 
one and runs over the word “and.” 
A little inspection shows that the 
cross bar was written after the word 






BANK 


BEAN 


BANK 


BANK 


MEIGCONE 


SIGNI 


“and” was written. A person who 
wrote “Sixty and no/100 dollars” 
would not commonly add the cross 
bar of the “t” after writing the word 
“ond.” . 

In the square where the numeral 
amount is found, just as in illustra- 
tion No. 1, the zero was written with 
a more or less even weight of stroke 
all the way around. The six was a 
freehand operation; the zero was 
drawn. It is not like the other two 
zeros. 

With these illustrations as a basis, 
it should be emphasized that there 
are at least eight things which 
should make it possible to recognize 
a check with a raised amount. These 
are as follows: If the letter or nu- 
merals which might have raised a 
small amount to a larger amount are 
crowded, that is a‘definite indication 
that those letters were added after 
the money order was written. When 
the “ty” was added to the “six” in 
the illustrations, the “ty” was defi- 
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In these illustrations, our artist shows by dotted lines hou 
amounts may be multiplied by ten when the amounts are 


so written as to allow letters and numerals to be added 





nitely crowded. Even if a “y” was 
added to the word “eight” to make 
it “eighty,” it is quite likely that 
there would be the appearance of 
crowding the letter “y” into the 
space available. 

It is to be noted that some num- 
bers are more easily raised than oth- 
ers. To raise the word “one’’ it 








What To Look For In 
Identifying A Raised Amount 


1. Crowded letters or numerals 
which might have raised a small 
amount to a larger amount such 
as “ty” added to six or “y” added 
to eight. 

2. Blots or blurs in the final 
portion of the amount such as the 
“ty” following “nine” or “ty” fol- 
lowing “seven.” 

3. Evidence that the part which 
could raise a former amount was 
slowly drawn instead of written 
with a free stroke. 

4. Evidence that the ink or pen 
used on one part of the amount 
was slightly different from that 
used on the other part. 

5. A difference in the weight of 
the strokes in different letters of 
the words. 

6. Any evidence that a stroke 
which helps change the amount 
was written after the letters spell- 
ing a smaller amount were writ- 
ten. 

7. Evidence that one or more 
strokes were retraced. 

8. The presence of corrugated 
lines. 


would be necessary to add such a 
word as “hundred” or “thousand.” 
But to raise the word “six,” it is 
necessary only to add “t” and “y.” 
Seven and nine are also raised by 
adding “t” and “y.” Eight is raised 
by adding only the “y.” 

The raised amounts are more 
likely to be 100, 200, 300, 400, 500, 
600, 700, 800, 900, or 60, 70, 80, 90. 

If the first word of the written 
amount such as “seven,” for ex- 
ample, is written anywhere except 
at the extreme left of the line, it 
might be possible to add a word in 
front of it: for example, “ninety,” 
making the amount ninety-seven. 
This would be possible if, in the 
square for the dollar amount, there 
was space in front of the “7” to 
write a “9.” 
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[® sn “elegant barge” rowed by twelve 
white-garbed sea captains, George Wash- 
ington was ceremoniously conveyed from 
New Jersey to New York City for his in- 
auguration as first President. The chairman 
of the Congressional Committee accom- 
panying him was Elias Boudinot who, be- 
fore embarking, had entertained Washing- 
ton and other distinguished guests at 
luncheon at his home in Elizabethtown, 
New Jersey. 

The first owner of the house where Wash- 
ington was entertained—and quite possibly 
its builder—was Samuel Woodruff, wealthy 
merchant and trustee of Princeton College, 
who lived there in the years previous to his 
death in 1768. 

In 1772 Boxwood Hall, as the house was 
thereafter known, was bought by Elias 
Boudinot, the fourth of his name in this 
country. As a lawyer, statesman, patriot, 
scholar and philanthropist, Boudinot was 
one of the most remarkable men of the 
Revolutionary period. As Comniissary-Gen- 
eral of Prisoners, he labored to secure 
humane treatment for British captives and 
devoted much time and effort to relieving 
the sufferings of American prisoners of war. 
When Congressional funds were lacking 
Boudinot advanced nearly $30,000 of his 
own money, though he realized that the 
possibility of repayment was dubious. 

During the Revolution the British Com- 
missioner, Lord Robertson, was so ill-ad- 
vised as to approach Boudinot with the 
hint that the choice of a dukedom or 10,000 
pounds a year was available to the man 
who would undertake to settle “the un- 
happy dispute.” Later, trying force instead 
of bribery, the British ransacked Boudinot’s 
home in search of the “great rebel,” but 


The metalware by this ornate fireplace 1s kept gleaming, 


fortunately he was attending the Conti- 
nental Congress in which he served three 
successive terms. In 1782 he was chosen 
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“His life was an exhibition of fervent piety , 
of useful talent, and of extensive benet olence. 


Period furnishings are being acquired to 
replace those shown originally on exhibit 


President of the United States in 
Congress Assembled, the highest 
civil office of the pre-Constitution 
government, in which capacity he 
signed the treaty of peace with 
Great Britain. 


Among Boudinot’s many philanthropic 
activities was the education of the Indians, 


as a result of which a young Cherokee asked 
and was granted permission to adopt his 
name. In his will were many generous be- 
quests including $200 to buy spectacles for 
the poor. 

Boudinot left Boxwood Hall after his 
appointment as Superintendent of the U. S. 
Mint at Philadelphia. The next owner was 
Jonathan Dayton, youngest signer of the 
Constitution, for whom the City of Dayton, 
Ohio was named. ~ 

After serving as a school for young 
ladies, a boarding house and a home for 


aged women, the house was acquired by 
the State of New Jersey. It is now main- 
tained by the State Bureau of Historic Sites, 
still bearing the name of its most illustri- 
ous owner. 

* * * 


The Home, through its agents and 
brokers, is America’s leading insurance 
protector of American homes and the 


homes of American industry. 


* THE HOME * 
Prsureence Company 


Home Office: 59 Maiden Lane, New York 8,N.Y. 
FIRE ° AUTOMOBILE ° MARINE 


The Home Indemnity Company, an affiliate, 
writes Casualty Insurance, Fidelity & Surety Bonds 


Copyright 1949, The Home Insurance Company 
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Blots or blurs in the final portion 
of the amount, such as the “ty” fol- 
lowing nine, or the “ty” following 
seven, are almost sure to indicate 
that those two letters were added 
to raise the amount of the money 
order. 

In watching for raised amounts, 
it is, therefore, important to examine 
particularly that part which would 
raise a smaller amount to a larger 
amount. If that part was slowly 
drawn instead of‘written with a free 
stroke, the money order surely 
should be suspected as fraudulent. 





READY 
next month 


~K A 


NEW 
COMPLETE 
IMPORTANT 


Your Final Authority on 1949 Taxes 


Montgomery’s 1949-50 


FEDERAL TAXES 





ESTATES, TRUSTS 
and GIFTS 


For all those concerned with estate plan- 
ning, in any form, under any circumstances. 
Here is a complete summation of estate 
tax laws as they stand today—to keep you 
alerted to all changes that have taken place 
during the year and bring you abreast of 
the regulations of the 1948 Revenue Act. 
From original lead to final check you have 
everything you need in one compact and 


handy volume. $12.50 


CORPORATIONS and 
PARTNERSHIPS 


A simplified alignment of essential cor- 
porate tax information presented in logical 
sequence: code; regulations; amending rev- 
enue acts; citations; analyses; recommenda- 
tions. A complete corporate ‘tax library’ in 
two convenient volumes $20.00 


Subscribe today ... Be tax sure. 


THE RONALD PRESS COMPANY 
15 East 26th Street, New York 10 
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If there is evidence that the ink 
or the pen used on one part of the 
amount was slightly different from 
that used on the other part, that 
might be the key to the discovery 
of a raised money order. 

The difference in the weight of 
the strokes in different letters of 
the words, or in different numerals 
in the squares is an adequate warn- 
ing. 

Any evidence that a stroke which 
helps change the amount was. writ- 
ten after the letters spelling a 
smaller amount is to be taken as a 
warning or a definite refusal to 
cash the money order should be 
made. 

If there is any evidence that one 
or more strokes in the amount were 
retraced, that should be sufficient 
reason for realizing that the amount 
has been tampered with. 

If any of the lines in the written 
amount are corrugated or wavy, 
that is a sure indication that some- 
one wrote those lines other than the 
person who wrote the original 
money order. Also, look for square- 
shaped letters caused by hesitation 
in making strokes. 

In the illustration herewith, you 
will see several bank money orders 
made out in such a way that it was 
easy to add the letters and the nu- 
merals which multiplied the amount 
in each case by ten. An artist added 
the necessary numerals and letters 
with dotted lines in order to show 
how easy it was to raise these 
amounts. 

If the word “six”? had been writ- 
ten very close to the word “and,” 
and if the word “and” had been 
started just a little below the line 
and slanted sharply upward, the 
raising of the amount might have 
been avoided. 

If the zeros representing the cents 
had been written close to the nu- 
meral representing the dollars and 
three or four lines drawn under it, 
the lines beginning close to the nu- 
meral representing the dollars, it 
might have been possible to avoid 
these checks being raised. 

However, the important thing 
from the bank’s standpoint is to 
have everyone in the bank alerted 
to the possibility of increasing the 
amount of any negotiable instru- 
ment presented for encashment. 
Alertness will avoid paying out 
money that should not be paid 
out. 





Answers to Bankers Montiily 
Quiz No. 77 


c. The microphone in front of the 
gentleman at the right is used to 
make comments on the film. 


2 c. The certificate would not be the 

by-laws. The by-laws are authorized 
from time to time as need arises by the 
directors of the bank. 


a. There are 50 pennies in a standard 
roll. 


b. The Federal Reserve Bank for the 
6th Federal Reserve District is at 
Atlanta, and for the 7th Federal Reserve 
District is in Chicago, but there is no Fed- 
eral Reserve Bank or branch at Harrisburg. 


5] ec. The pieces of currency would be 
a $100 bill, a $20 bill, a $2 bill anda 
$1 bill. 


6] c. There are no Federal Reserve 
Notes in $1 and $2 denominations. 


b. Field Warehouse receipts on read- 
ily salable goods are considered to be 
the best of collateral. 


8 | c. There would be 28 days in May, 
30 days in June, 31 days in July, and 
1 day in August. That would make 90 days. 


c. It would be discourteous to use 
answer a., and it certainly would be 
entirely wrong to use answer b. 


c. Only Federal Reserve Notes have 


green seals. 


ih * 


a. This statement was made by a 

banker to indicate that a loan that is 
not paid is usually one on which the loan 
officer did not get sufficient information. 


a. A chattel mortgage is collateral, so 
it would be in the custody of the col- 
lateral department: 


a. At the present time, most banks 

have a larger amount invested in 
Loans and Discounts than in Other Bonds 
and Securities. 


c. “Div.” is a common abbreviation 

for “dividends,” and dividends might 
be entered on a customer’s financial state- 
ment. 


An amortization payment would be 

handled by number 5, the loan de- 
partment. The collection of a check on the 
bank across the street would be handled 
by clearings, number 1. An application for 
a teller’s job would be handled by the per- 
sonnel department, number 4. Payment 
made to a beneficiary would be handled by 
the trust department, number 3, and a cash 
letter would be written by the transit de- 
partment, number 2. 


One eastern bank has estimated 
that it costs the bank 11 cents on the 
average for making an analysis of 
each account for the purpose of 
service charges. 
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Here’s How To Get 


Bank And Financial Information 


“Putting knowledge to work” is 
the slogan of a group of people who 
are known as _ special librarians. 
As members of Special Libraries 
Association’s Financial Group, one 
section of these librarians serve 
banking and financial interests 
throughout the United States and 
Canada. From their experience and 
training, they know how important 
statistical material can be, and that 
certain statistical data is more valu- 
able and essential than others. 

A committee of this group will 
suggest in coming issues some of 
the most useful sources of statistical 
information on specific subjects that 
are of everyday importance to bank- 
ers. Such subjects as the govern- 
ment bond market, consumer financ- 
ing, agricultural finance, housing 
loans, profit sharing plans, and 
others will be considered. An at- 
tempt will be made to include sta- 
tistical sources that mainly are free. 

By way of introduction, The Fi- 
nancial Group strongly recommends 
the following three publications as 
containing essential monthly refer- 
ence material: 

Federal Reserve Bulletin. Monthly. 
Board of Governors of the Federal 
Reserve System, Washington 25, 
D. C. Subscription, $2 a year. This 
bulletin contains articles of current 
interest on finance ahd business, in- 
cluding the annual “Survey of Con- 
sumer Finances,’ which also gives 
forecasts of consumer intentions to 
buy selected durable goods. 

It also gives the most complete 
compilation of banking and mone- 
tary statistics available, such as 
member bank reserves, Federal Re- 
serve figures, statistics of all banks 
in the United States broken down 
by type of institution, discount rates, 
money rate, and money outstanding 
and in circulation. 

It presents a wealth of statistics 
on corporation finance, government 
bonds, retail trade, industrial pro- 
duction, cost of living, income and 
consumer credit. The last section is 
devoted to financial statistics of an 
international scope. 

Survey of Current Business. 
Monthly. U. S. Bureau of Foreign 
and Domestic Commerce, Washing- 
ton 25, D. C. Subscription, $3 a year, 
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including the weekly statistical sup- 
plement. 

With two main sections, the first 
part presents discussions of general 
business conditions, forecasts of 
trends, and special articles on topics 
of business interest; income studies, 
savings, sales, inventories, farm in- 
come and farm price policies, etc., 
each containing valuable charts and 
statistical tables. 

The second section contains 
monthly statistical data on all 
phases of business activity; business 
indicators, employment conditions, 
banking and finance, foreign trade, 
and various commodity and indus- 
trial data, with emphasis on prices, 
production, consumption and stocks. 
The weekly supplement brings the 
Survey up to date with the latest 
weekly or monthly figures. 

Treasury Bulletin. Monthly. U. S. 
Treasury Department, Washington 
25, D. C. Free. 

This bulletin gives the most com- 
plete report available of current 
Treasury financing operations. Con- 


sisting almost entirely of statistics, 
the Bulletin includes detailed, use- 
ful data on Federal budget receipts 
and expenditures, public debt oper- 
ations, internal revenue collections, 
monetary developments, and inter- 
national capital movements. Of spe- 
cial value is the monthly report of 
ownership of all Government secur- 
ities by major investment groups. 

The use of these bulletins give 
answers to such questions as: 

(1) Are the deposits of my bank 
following a pattern similar or com- 
mon to other comparable banks— 
or to the national average? 

(2) Are carloadings up or down? 
Is pig iron production increasing or 
decreasing? 

(3) Who owns the national debt? 
What portion of it is in E, F, andG 
Savings bonds? 

Additional information regarding 
special sources of financial informa- 
tion, financial library services, or 
organization of a financial library 
can be had by addressing inquiries 
to Miss Alvern H. Sutherland, chair- 
man, Financial Group, care Board 
of Governors of the Federal Re- 
serve System, Washington 25, D. C. 





The Yew 
THRIFTIMATIC 


TIME AND COST-SAVING FEATURES! 


The THRIFTIMATIC machine is power-operated and automatically fed. 
By use of the Count Regulator, the operator merely sets the pre-selector 
dial to the number of checks AND standard deposit tickets needed, flips 
the switch—and both come out with smudge-proof, quality name-imprints 
in less time than it takes to open an account. 

The versatile THRIFTIMATIC will imprint names (address, too, if de- 
sired) in ANY of 3 positions—end panel, upper left or signature line. 
‘One-time’ composition eliminates re-distributing or wasteful discarding of 
type. TYPE PERMANENTLY LOCKED IN REVOLUTIONARY ‘NAME-TUBE’; 
ALWAYS READY FOR INSTANT USE. 

You make no investment! The TurirtiMatic is yours as part of 


ThriftiCheck service. 


BANKERS DEVELOPMENT CORPORATION 


31 Nassau Street, New York 5, N. Y. 


Rector 2-7580 





My Vault Work Is Easier Since 
I Made Myself A Set Of Rules 


Errors of a vault custodian may be far more serious 
than those of other bank employees. Miss Devenish 
devised the method described here to make sure that 


HAVE been in the Vault De- 
I partment here almost five years 

and, during that time, have had 
to train numerous young ladies to 
take my place while on vacation, or 
in case of illness. After some think- 
ing, I came to the conclusion that 
what we needed in this department 
was a manual to have on hand for 
reference. 

I made it of my own volition, tell- 
ing no one until it was completed. 
A number of articles in magazines 
were helpful. Of course, I did not 
have any idea of its being printed 
but just wrote it for this one bank. 

It has helped me to put in con- 
crete form the things to be done and 
to realize anew the responsibility of 
the job. 

It will please me a great deal if 
some other vault custodian can be 
benefited by my rules. They are as 
follows: 

1. Become thoroughly acquainted 
with your job—what is to be done, 
how it is to be done, and why it is 
done that way. 

2. Commit to memory the code 
for finding box numbers. 

3. Keep up with the work. Have 
everything finished by 1 p. m. if 
possible. “Do not leave for tomor- 
row what can be done today.” Use 
all spare moments to the best ad- 
vantage. 


When Box Rent Is Paid 


4. Prepare receipt while customer 
waits, and have him sign in the 
lower left-hand corner. If payment 
check comes by mail, just mail the 
receipt and write “check” in space 
in lower left-hand corner. 

5. Enter it in the black book of 
daily receipts. 

6. Enter it on credit slips made 
out “Vault” and “Federal Tax on 
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By JEAN DEVENISH 


Vault Custodian 
First National Bank and Trust Company 
Asheville, N. C. 


Safe Deposit Boxes.” If a new box 
is rented, you will have a credit 
slip for “Key Deposits,” which you 
should enter at the same time as 
the others. 

7. Be sure to stamp the Date Due 
card and Contract card with the 
date paid. 

8. File Date Due card on left side 
of drawer to be ready for the next 
year. File the Contract card back in 
the Contract file. 

9. Learn the names of customers 
as soon as possible; it means much 
to the customer to feel he is known 
and remembered. 


Waiting On Customers 


10. Always stand up to 
everyone. 

11. Say “Good morning” or “Good 
afternoon.” 

12. Do not say “What can I do for 


greet 


you?”—give customers time to say 


what they want. 
13. Call customers by name, if 


she would not be the cause of a loss. 


possible, and wait on them just as 
quickly as you can. 

14. Let the customer sign the ad- 
mittance slip. Then stamp the time 
entered and procure his box for 
him, If he wishes only to place 
something in his box, he may go 
into the Vault with you, which will 
save time for him and for you, also. 
If he wants to take it into a booth, 
hand him the box. Open the door 
to the booth for him, and glance 
inside to be sure the previous cus- 
tomer has not left any personal 
property. Always close door after 
customer has gone in, unless he asks 
that it be left open. 

15. Be sure to give the customer 
his key when you hand him his box, 
because you must never have cus- 
tody of a customer’s key. He will 
hand the key to you again to put 
the box away. 

16. Check the booth after the 
customer has left. 

17. Always be smiling, courte- 
ous, patient, willing to help—on 
your toes every minute. Learn about 
the different departments of the 
bank in order to answer questions 
accurately and intelligently. Of 
course, you are not expected to 
know everything about every other 
employee’s job, but you should 
know enough to be able to direct a 
customer to the right person. 


When Renting a New Box 


18. Find out what size box the 
customer wants. If he does not 
know, show him the various sizes 
available. ; 

19. See if he has anything to put 
in it immediately. If so, let him 
have access right away. 

20. Have him sign the contract 
card. He may have it jointly with 
someone else, or may have as many 


BANKERS MONTHLY 





just as 


he ad- 
e time 
»x for 

place 
ay go 
‘h will 
l, also. 
booth, 
> door 
glance 
S cus- 
rsonal 

after 
e asks 


stomer 
is box, 
e Cus- 
e will 
to put 


r the 


ourte- 
[p—on 
about 
f the 
sstions 
y. OF 
ed to 
other 
should 
irect a 


x the 
Ss not 
; sizes 


as two agents; but such other per- 
sons must be present when you 
enter their names on the card. 

21. Type the name and address 
on the front of the contract card, 
asking for correct spelling if you 
cannot read the signature; be sure 
to get it exactly right. Then, if you 
are not rushed, fill in the back of 
the contract card at the top. Be 
certain to fill in box number on 
front of card. You do not need to 
complete the Date Due card while 
the customer is waiting. That would 
take too much of his time and it is 
not necessary. Do just as little as 
possible while he is present. Most 
people are in a hurry and will 
take note of your speed and ac- 
curacy. 

22. Fill out receipt for the cus- 
tomer and have him sign it on the 
left at the bottom. Hand him the 
original. 

23. Give him the two keys in a 
container. If only one person has 
rented the box, he will need one 
container; but if two or more are 
joint tenants, deliver the keys (sep- 
arately) in two containers. Tell the 
customer who has both keys to be 
sure to separate them, as a protec- 
tion in case one is lost. 

24. Complete the cards and make 
all necessary entries on this box as 
soon as possible. (Be sure to enter 
it in the black books containing the 
Index of Box Numbers.) 


Ten Don’ts For Vault Work 


1. Don’t leave vaulf without tak- 
ing guard key with you. 

2. Don’t leave any cards exposed 
on desk where people might see 
them and learn identity of box ten- 
ants. 

3. Don’t give information by tele- 
phone. Never give information on 
who has a box or anything personal 
about a box. 

4. Don’t rent a box to someone 
not known to you or to the bank. 
Refer him to an officer and the offi- 
cer will decide whether to rent the 
box. 

5. Don’t take chances. Be sure 
you know that the person you ad- 
mit to a box is the authorized ten- 
ant. A mistake can easily result in 
a lawsuit and great loss and em- 


7. Don’t allow anyone to leave a 
box on your desk or in a booth 
while he goes to another depart- 
ment of the bank. Always put the 
box into its compartment in the 
vault, give the customer his key, 
and tell him you will be glad to get 
the box out again when he returns. 

8. Don’t admit a person to a box 
even with a note from the owner 
of the box, without first asking an 


officer of the bank to OK it and in- | 


itial the admittance slip. 
9. Never permit a stranger to 


sign a contract card without being | 


personally identified. 


10. If in doubt, consult an officer. | 


A $3,000 Account Resulted 
From Examining A 
Lady’s Purse 


Not so long ago (reports Bank- 


american), a branch manager re- | 


ceived a phone call from another 


branch. He was informed a custom- | 


er had been in to report that her 
purse had been robbed of $1,000 in 
bills and $2,000 in checks. 

“The robber may have made off 
in your general direction, so will 
you please be on the lookout for 
the checks?” requested the manager. 

A short time later, the lady her- 
self showed up, came to the branch 
manager’s desk and repeated the 
message. Very emotionally, she 
pushed her opened purse toward 
him. “Look!” she said. “You can 
see for yourself that they’re not 
there!” 

Not one to be bashful about such 
things, the manager took the purse 
and gave it a minute inspection. 
Suddenly he paused, and again felt 
a section of the worn lining. He 
began working at it, and slowly, an 
edge of paper came into view. 

Triumphantly, he grasped the 
edge and plucked out both money 
and checks. 

The lady’s 
smiles. 

“You’re wonderful!” she en- 
thused; “now what can I do for 
you?” 

The practical 
had two requests. 

“First,” he said, “buy yourself a 
new purse and throw that one 


tears changed to 


branch manager 











LAW RENCE 
SERVICE 
Now Can 
Protect Your 
Smaller Loans 


1, ADDITION to our 
standard field warehousing 
service as conducted for 35 
years, Lawrence has now 
opened a special “Small 
Business” Department. 


The same efficient 
safeguards which Lawrence 
provides for your larger 
commodity loans are now 
available for loans ranging 
from $25,000 down to as 
low as $5,000. 

This extension of 
Lawrence service is ready 
now to help improve your 
present loan portfolio. It 
opens a vast new field for 
profitable loan business on 
moderate size inventories. 


A Lawrence repre- 
sentative is ready to confer 
with you or your client and 
explain the working of this. 
new “Small Business” serv- 
ice in full detail. 


AWRENCE WAREHOUSE 
(COMPANY 


Nationwide Field Warehousing 
DIVISION OFFICES: 


SAN FRANCISCO 11, CALIF, 
37 Drumm St. 
CHICAGO 2, ILL. 
100 N. La Salle St. 


NEW YORK 5,N.Y. 
72 Wall St. 


to put 
t him 


los Angeles * Boston * Philadelphia © Pittsburgh 
Buffalo « Cleveland « Cincinnati * Kansas City 
St.lovis « Atlanta © Des Moines © Charlotte 
New Orleans * Houston * Dallas * Denver * Phoenix 
Portland * Seattle * Spokane * Stockton ¢ Fresno 
Washington, D.C. * Manila, P. 1. 


barrassment to the bank. It could 
be very dangerous. 

6. Don’t let customers out of your 
sight if you are holding their boxes. 
Always be right with them. 
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away! 

“Second, stop carrying so much 
money around. Open an account. 
Sign here.” 

(She did.) 
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THE new BURROUGHS, 


One-hand form insertion 
saves waste motions, as- 
sures positive form align- 


ment. To the operator, this means greater 
speed, far less possibility of error. 


Positive visible alignment 
means greater speed and accu- 
racy in posting. Every figure 


posted is visible at all times during the 
aligning operation. 


Statement-ledger end lock 
warns operator when _ last 


posting line is reached. Oper- 
ates automatically regardless of length of Simplified single function 
nie motor bars automatically 
select proper posting column. 
New positive balances print automatically. 


WHEREVER THERE’S BUSINE@E! 
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Feather-touch motor bars take 
75% less effort . . . reduce 
errors caused by fatigue. 
Operators do more work with less effort. 


Easy key depression takes 
33% less effort than on former 
4 models . . . cuts operator 


fatigue and increases efficiency. 


g! Dual platen construction 
allows list posting during the 
posting run. Check lists can be 


made on a separate tape; list totals can 
be posted without rehandling any figure. 


Automatic count for all checks, 
check corrections and returns, 
deposit entries, deposit cor- 


rections and accounts active. 










— % 
Control keys simplify the 
handling of ail wo oisgage 
during << run...no 

| memo records required. 

ction Color harmony of this new 
‘ically Burroughs has been carefully 
»lumn. planned to reduce eyestrain. 
tically. 


'SINEWERE’S Burroughs 


THLY 
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BANK BOOKKEEPING MACHINE! 


Burroughs presents a new bank bookkeeping 
machine whose every feature has been dictated 
by the needs of today’s banking. Here is the 
fastest and easiest way to boost production and 
lower the cost of bank posting. The host of new 
features in the Burroughs bank bookkeeping 
machine bring new speed, new simplicity, to the 
figure-work of banking . . . bring new ease of 
operation and assure increased accuracy. 


Let Burroughs show you a// the advantages of the 
new bank bookkeeping machine. Call your local 
Burroughs representative today! 
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Burroughs Adding Machine 
Now Has Square Keys 





Restyled Burroughs adding ma- 
chines features new square keys 
double molded of Tenite. The square 
shape is said by the manufacturers 
to encourage sureness of touch and 
swiftness of fingers in operating the 
machine. The tops have no indenta- 
tions to collect dust or dirt. The 
tough plastic has a long life of wear, 
and the molded-in characters can’t 
be effaced by use. 

The entire machine, including 
keyboard and metal cover, is exe- 
cuted in shades of brown and tan. 
In molding the keys, one shade of 
Tenite is used for the key charac- 
ters, and a second shade forms the 
rest of the key—with the two shades 
in reverse position in the three cen- 
tral columns. Control keys are set 
at a slightly higher elevation than 
the number keys. For greater dis- 
tinguishability, the totaling key is 































































































Check What You Need And Mail This Form 












































































































































1. Accounting Machines 39. Coin Counting Machines 58. Name Plates and Desk Signs 

2. Adding Machines 31. Coin Counting and Packaging 59. Night Depositories 

3. Addressing Machines Machines 60. Night Depository Bags 

4. Air ~me pames | 32. Coin Envelopes 61. Pass Books 

5. Architects and Builders 33. Coin and Currency Trays 62. Past Due Notices 

6. Bandit Resisting Enclosures 34. Coin Wrappers 63. Pay Roll Envelopes 

and Alarm Systems 35. Counter Screens 64. Personalized Checks 

7. Bank Building Fixtures 36. Coupon Books 65. Personal Loan Advertising 

8. Bank Directories 37. Currency Straps 66. Personal Loan Systems 

9. Banking by Mail Envelopes § 38. Dating Machines and Stamps 67. Photographic Bank Systems 
10. Binders, Check, Bookkeeping, 39. Deposit Ticket Files 68. Proof Machines 

40. Desk Pen Sets ; 69. Railings 

11. Bookkeeping Equipment 41. Doors, Bronze, Aluminum, 70. Recorders, Voice 

12. Bronze and Brass Signs Stainless Steel 71. Rubber Stamps 
13. Calculating Machines 42. Duplicators 72. Safes, Fire and Burglar-Proof 
14. Chairs, Posture, Office 43. Expanding Filing Envelopes 73. Safe Deposit Boxes 

15. — Signs 44. Expanding Mailing Envelopes 74. Safe Deposit Records 

16. Chee! 45. Filing Cabinets 75. Savings Banks, Home, Pocket 
17. Check Book Covers 46. Forms, Machine Bookkeeping 76. Scales, Postal, Parcel Post 
18. Check Cancelling Perforators 47. Forms, One-Time Carbon 77. Seals, Coin Bag 
19. Check Desks 48. Forms, Continuous 78. Seals, Corporation, Notary, etc. 
20. Check Endorsers 49. Grilles and Gates 79. Storage Files 
21. Check Files 50. Inter-Office Communicating 80. Timeand Delayed Time Locks 
22. Check Protectors Systems 81. Time Stamps 
23. Check Signers 51. Interest Tables 82. Travelers Checks 
24. Check Sorters 52. Lamps 83. Typewriters 
25. Check Sorting Trays 53. Lighting Systems, Fluorescent 84. Typewriter Stands 
26. Christmas Savings 54. Locking Envelopes 85. Vaults 
27. Coin Bags 55. Maps 86. Vault Equipment 
28. Coin Boxes 56. Metered Mail Systems 87. Visible Records 
29. Coin Changers 57. Money Orders 88. Windows and Lobby Displays 
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of a darker base color than any of 
the other control or number keys. 

Several keys on the keyboard may 
be depressed simultaneously, thus 


permitting indexing of entire 
amounts at one time. Errors are 
easily corrected in any column; by 
depressing the proper key in that 
column, the operator restores any 
key depressed in error. When an 
entire amount is incorrect, depres- 
sion of the error key clears the en- 
tire keyboard. All ciphers are auto- 
matic. 

For further information, write the 
Burroughs Adding Machine Com- 
pany,. Detroit 32, Mich. 


Todd Company Announces 
New Check Certifier 


A check certifier which produces 
a multi-colored certification impres- 
sion conforming fully with the rec- 
ommendations of the American 
Bankers’ Association for standard- 
ization, control, and safety was an- 
nounced recently by The Todd Com- 
pany of Rochester, N. Y. 

The certifier is similar in appear- 
ance to the Todd check-signer and 
embodies several of its features, in- 
cluding double-locked control for 
prevention of unauthorized use (one 
key for the operator, one for the 
responsible executive), and a locked 
meter which automatically counts 
each certification. A numbering head 
to imprint the certification number 
on the check is optional. 

With each machine, the Todd 
Company will provide an insurance 
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policy covering loss through coun- 
terfeiting of the certifying imprint. 

The four-colored impression is 
rectangular in shape, with rounded 
corners, and reads: “No 000000— 
CERTIFIED—Payable Only As 
Originally Drawn and When Prop- 
erly Indorsed—Bank Name—Date— 
Authorized Signature—DO NOT 
DESTROY.” 

In accordance with ABA recom- 
mendations, space is not provided 
for the check amount, thereby pro- 
tecting the drawee bank from lia- 
bility on instruments on which the 
amount has been changed before 
certification. 

The Todd Company pointed out 
that the machine answers the fol- 
lowing needs in a certifying device: 

1. A uniform certification stamp, 
immediately recognizable as valid 
anywhere in the country. The ABA 
has reported knowledge of hundreds 
of cases of crude, rubber-stamped 


certifications on bogus checks ac- 
cepted by merchants and others out- 
side banking circles, resulting in 
losses which would have been im- 
possible had a clear-cut uniform 
stamp been in use. 

2. A certification stamp which is 
extremely difficult, if not impossible, 
to counterfeit, with this protection 
against counterfeiting backed up by 
insurance. Anti-counterfeiting fea- 
tures include the four-color impres- 
sion and a specially-patterned back- 
ground. 

3. Locked control 
control. 

4. A certification impression 
which does not obliterate other 
writing on the check, thus making 
handling and sorting faster, easier, 
safer and more accurate. 

5. A machine manufactured, sold 
and serviced by bonded employees. 


and metered 
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THE TRAV-LER 


THE SECRETARY 


THE EXECUTIVE 


Three personalized checkbooks 
that spell customer satisfaction and 
more accurate sorting and filing, 
plus a saving in money, to all banks 
that sell them. 


THE TRAV-LER: You all know 
about this checkbook. It is our 
popular Personalized Pocket Check 
already used by several million 
people. We have just given it a 
new name to tie it in with its two 
new companion check books. 


THE SECRETARY: Exactly the 
same as The Trav-ler except that 
it is bound three checks to the 
page for the desk at home. With 
the attractive, gold-stamped cover, 
three hundred checks sell for $2.00. 


THE EXECUTIVE: Again the 
same construction —three-on-a- 
page with the convenient, single- 
line register—except that this book 
uses the large-sized customer's 
check. Designed for the business 
or professional man who keeps 
his book in his desk at the office. 
Same attractive gold-stamped 
cover, three hundred checks for 
$2.75. 


These three checkbooks “round 
out the line’’ and provide a per- 
sonalized check for the pocket, the 
home, the office. Why not sell all 
three and eliminate your check 
expense? Write for samples and 
detailed information. 


Manufacturing Plants at: 


E LUXE 


CHECK PRINTERS 


ee 


Keep Changeable Letter 
Boards Looking Like New 


A new service has been announced 
by the Acme Bulletin Company of 37 
East 12 Street, New York 3, N. Y. 
This service consists of one-day re- 
furbishing and repairing of worn or 
damaged changeable letter bulletin 
boards and directories. This one-day 
operation includes re-covering in 
any color with new, clean, first qual- 
ity cloth and repairing, re-alignment 





COIN COUNTING MACHINES ¢ 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 


% 
taille aT ill oN ata: 


and replacement of changeabie let- 
ter grooves, plus complete cleaning 
and polishing of frames. All work is 
done at the Acme plant by skilled 
Acme craftsmen. The rejuvenated 
board is enroute to its owner the 
same day received. Where needed, 
Acme Changeable Letters in flat cel- 
luloid, embossed celluloid and cast 
aluminum can be provided to re- 
place lost or broken letters. 

This new service may be applied 
to any board of any manufacture. 





Abbott Motor-Driven Coin Counting Machine. A strictly heavy duty 
machine, rapid and durable, especially adapted for the use of 
Federal Reserve Banks, large commercial banks, Railway and 


Traction companies and others having large quantities of 
coins to handle. Has extra large revolving disc gnd extra 
large tray. Regularly furnished to lock automatically when 
20—25—40 or 50 coins have been counted, or will count 
coins indefinitely into a bag. Furnished to lock semi-auto- 
matically at any multiple of 100 coins. Can also be fur- 
nished to lock automatically on 100—500 or 1000 coins, 
at slight additional charge. 

Can be furnished for foreign coins and tokens at no 
extra cost. 

Other hand and electric models available. 


Bank and Cashiering Supplies 


We can supply most any item needed for handling coins 
or currency. These include various types of coin wrappers 
and currency straps .. . coin, mail bags, bond and security 
bogs... lead seals and lead seal press . . . steel trays for 
containing wrapped coins . . . currency trays. Please write 
for catalog describing these supplies and our coin handling 
machines, including coin assorter, 


MODEL No. 7-5 
ABBOTT COIN COUNTER COMPANY 


143rd ST. and WALES AVE., NEW YORK 54, NEW YORK 
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“Steel-Strong”’ Federal STRA PS 


Bill Straps ore the only ones that regularly 
deliver currency to Federal Reserve Banks 
in UNBROKEN pockages. That's because 
they're made of 50 Ib. Quality Kraft with 
© brecking strength of 60 Ibs. per sq. in. 
Normal ond reverse figures, plus a color 
for each denomination, instantly disclose 
value of pockage on top edge or bottom. 
Packed 1,000 of one denomination in a box. 


FREE SAMPLES — Write Today, Dept. A 































































The €. L. DOWNEY Comnany 


HANNIBAL 
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Worlds Largest Mirs. of Coin Wrappers 










































































THE RIGHT IMPRESSION 


The Payment Coupon Book you issue 
your Time Sales customer becomes his 
personal record. 

It should not only be arranged to 
facilitate the handling of payments 
but it should also enhance the cus- 
tomer’s impression of your bank by 
its smart modern appearance. 

Allison renders a designing and 
copy service, which is available to all 
users of Special Printed Payment 
Books, without cost. 



























































Samples of what we have done 
for others and complete informa- 
tion will be sent upon request. 
Write to head office: Indianap- 
olis 6, Indiana. 
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SAMPLE NATIONAL BANK ANYWHERE.U.S A _ 


Todd Has Plan To Show 


Employees “Extra Wages” 


A plan whereby employers 
throughout the country can conduct 
acontinuing informational campaign 
on the amount of “fringe benefits” 
which has been added to their pay- 
roll dollars was advanced recently 
by The Todd Company, manufactur- 
er of payroll systems and fraud-pre- 
venting checks. 

The plan was devised as a result 
of suggestions made by leading fi- 
nancial writers, personnel directors, 
and others who have called attention 
to the trend toward increased 
“fringe benefits” which constitute an 
extra “hidden paycheck.” The aver- 
age employee has been told little or 
nothing about this, according to I. L. 
Greene, assistant general sales man- 
ager of the Todd Company. 

An effective, continuing informa- 
tional campaign to accomplish these 
purposes should be conducted 
through the medium best suited to 
the task—the paycheck itself, Mr. 
Greene pointed out. 

Easily incorporated into the pay- 
check stub retained by the employee 
is information such as this: “Aver- 
age cost to your company for special 
benefits such as free health care, 
vacations, pensions, group insur- 
ance, social security payments, etc. 
is $6.70 weekly for each em- 
ployee.” 

In addition, Mr. Greene continued, 
it is important to use arrows and 
other visual devices on the check 
stub to emphasize that amounts paid 
for U. S. Savings Bond purchases, 
purchases of company stock and the 
like are not really “deductions,” but 
investments by the employee. 
Where the employer matches the 
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amount paid by the employee (al- 
ways, in the case of Social Security 
payments and usually, in the case 
of group insurance) these facts too, 
can be emphasized on the stub 
through special typographic treat- 
ment. 

“At the same time, it should be 
stressed that the ‘gross pay’ of the 
employee—not the net pay after 
‘deductions’—paid out by the com- 
pany represents the employee’s ac- 
tual earnings,” Mr. Greene empha- 
sized. 


“It is important today, more than 
ever before, that an employee know 
the worth of his job in terms of 
total benefits accruing to him, rather 
than the lesser cash amounts avail- 
able for spending during the ensu- 
ing week. Take a typical case where 
the gross pay—or actual earnings 
—amounts to $55.90. “Fringe bene- 
fits’ in this case come to an average 
of $6.70 weekly per employee, which 
the employer has paid out, making 
a total of $62.60. Yet, the face of 
the check shows only $39.63 after 
the employer has acted on behalf of 





CHECK CERTIFIER 


Absolute protection against forgery and alteration 


SECURITY CERTIFIER COMPANY 


5 Beekman Street New York, N. Y. 
Agents Wanted. Protected Territory. 
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the employee and the government | 
as a collector of income taxes, Sav- | 


ings Bond payments, insurance pre- 
miums, and the like.” 

In cases where an unusual num- 
ber or variety of “fringe benefits” 
are present, it might be helpful to 
list them right on the check stub, 
Mr. Greene said. For further infor- 
mation write the Todd Company, 
Rochester, N. Y. 


IBM Announces New 
Staff Appointments 


International 

Business Ma- 

chines Corpora- 

tion, New York, 

N. Y., announced 

the appointment 

of T. Vincent 

Learson as sales 

manager of the 

electric account- 

T. Vineent Learson ing division. He 

was__ previously 

district manager at Detroit, Mich. 

He succeeds Gordon P. Lovell, 

who has been appointed dean of the 
IBM School at Endicott, N. Y. 

Announcement was also made of 

the appointment of Oliver Walker as 

assistant electric accounting ma- 

chine manager in the New York 

sales office. He was previously on 


special assignment at IBM world 


headquarters. 


The appointment of Paul F. Stein- | 
kuller as assistant IBM manager of | 
customer engineering with head- 


quarters in New York was also an- 
nounced He was previously IBM 
manager of customer engineering in 
Chicago. 


New Check Feeder For 
Film-A-Record Cameras 


A new device which automatical- 
ly feeds checks into a microfilming 


camera at the rate of 250 a minute | 
has been added to Remington | 


Rand’s line of photo-records equip- 


ment, the company announced to- | 


day. 


The machine is designed to han- 


dle mixed checks or cards ranging 
from 2% to 10 inches in width. 
The new feeder is equipped with 


two rollers to provide positive feed | 


control, and the follower is built on. 


The unit simply slips onto the rec- 
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a DURALEX COVER 


e@ Let him get the feel of its rich, leather-like 
durability. Watch the glance of admiration in his 
eyes. Take pride in the sharp clear detail of the 
embossing. Then, sit back in the satisfaction of 
knowing your DURALEX check book cover costs 
so little and serves so well. DURALEX comes in six 
rich colors. Send for samples and prices and a list 
of banks that use DURALEX covers and pass books. 


DURALEX 


COAST BOOK COVER COMPANY 
810 EAST THIRD STREET, LOS ANGELES 54 + CALIFORNIA 





MAKE A GOOD | SUBSTANTIAL SAVINGS 


IMPRESSION REBUILT GUARANTEED BUSINESS MACHINES 
OUR 5-DAY APPROVAL PLAN 
ASSURES COMPLETE SATISFACTION 


iT SORTS... 
iT COUNTS... 
ITBAGS... 
OR WRAPS . 


Just press a button 
and this machine 
sorts, counts, bags, 
or wraps in one op- 
eration. 


ADDRESSOGRAPHS BRANDT 
AND COIN CHANGERS 


ELLIOTTS Sa : 
Coin Changers of every 
kind. Hand and elec- 


Hand and electric. All tric. Sorters and 
styles. Also cabinets, Counters. Automatic 
trays, plates, frames, dispensing of coins of 
ribbons, etc. all denominations. 


NEWMAN 


IMPERISHABLE 





Banking dignity and perma- 
nence are exemplified in your 
EXTERIOR SiGNs when you spec- 
ify and insist on NEWMAN 
HAND-CHASED CAsT BRONZE 
TABLETS. 


FREE FOLDERS: 


Write today for folders of modern signs 
and nameplates . . . also counter grilles, 
gates, doors, check desks and railings. 
NO OBLIGATION! 


ALSO: Adders, Calculators, Typewriters, 
Checkwriters, Liquid Duplicators, Multigraphs, 
Folders, Pitney-Bowes, Kardex. 


Dept. B—40 West 51st St. 


NEWMAN BROTHERS, Inc. = New York 11, N.Y. © CHeliea 3.3442 
se ee MAILERS' EQUIPMENT CO. 
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NEW STEEL UTILITY DESK 
| $17.95 


Here is an amazing desk buy. It is made of 20 
gauge steel, and is supplied in either grey or 
| green hammer finish. It is 27” high, its top 







| is 30x16 and there are four easy sliding full 
| sized drawers with chrome handles. 


Bankers use 
it for typewriter and machine work, for new ac- 
; count desks and emergencies when extra desks 
j'are needed. It is sturdy, compact and easy to 
move from one place to another. Shipped f.o.b. 
| Brooklyn in strong double cartons. Order your 
desks now to assure delivery at the low price 








| of $17.95. 
NATIONWIDE OFFICE SUPPLY CO. 


163 





ord camera, and can be attached by 
anyone without detailed instruc- 
tions. It is designed especially for 
use with the model 6 or 7 Film-A- 
Record cameras. 


Other automatic feeders in the 
line include: 





The Friction Feeder, 
available in Models “A” and “O” 
for various sizes of cards, and which 
feeds into the camera at the rate of 
558 two-inch cards a minute; 


which is 


The Tabulating Feeder, which is 
constructed into the Film-A-Rec- 
ord unit and designed to handle 
tabulating cards only at the rate of 





a 


Complete Line | 
of 
Money Wrappers 


STANDARD PAPER GOODS# 


, MANUFACTURING COMPANY 
e Samples WORCESTER 8, MASS. 



















“Serving the 48 States"’ 
PACIFIC ST. BROOKLYN 2, N.Y. 





400 per minute. The Suction Feeder, 
which processes both card and let- 
ter-sized documents at varying 
speeds up to 120 a minute; 

The Fanfold model, which han- 
dles only fanfolded paper material, 
feeding at a rate of 114 document 
feet a minute. 

More information on any of the 
products can be obtained from any 
Remington Rand Branch Office. 


ABA Announces Trust 
Conference Plans 


Plans for the program of the 18th 
Mid-Continent Trust Conference of 
the Trust Division of the American 
Bankers Association, which will be 
held in Chicago, Ill., December 1-2, 
are rapidly being completed, accord- 
ing to Harry M. Bardt, president of 
the Division and vice president and 
senior trust officer of the Bank of 
America N.T. & S.A., San Francisco, 
California. 

The Conference, which will meet 
in the Drake Hotel, will bring to- 
gether representatives of banking 


institutions in Arkansas, Colorado, 
Illinois, Indiana, Iowa, Kansas, Ken- 
tucky, Louisiana, Michigan, Minne- 
sota, Missouri, Nebraska, North Da- 
kota, Ohio, Oklahoma, South Dako- 
ta, Tennessee, Texas, and Wisconsin. 
Although the final program has not 
been completed, Mr. Bardt said that 
it will include talks on cost account- 
ing, television and electronics, tax 
and legal problems, personnel rela- 
tions, and a full session devoted to 
investments. 

The Corporate Fiduciaries Associ- 
ation of Chicago will again be hosts 
to the Conference. 

Kenneth W. Moore, vice president, 
Chicago Title and Trust Company, is 
chairman of the Committee on Ar- 
rangements. Other members of the 
committee are: Edward A. Berndt, 
Jr., assistant trust officer, American 
National Bank and Trust company; 
J. Mills Easton, second vice president 
and advertising manager, The 
Northern Trust Company; Michael 
A. Georgen, cashier, City National 
Bank and Trust Company of Chi- 
cago; William O. Heath, assistant 
vice president, Harris Trust and 
Savings Bank. 

Also on the committee are: Joseph 
T. Keckeisen, assistant vice presi- 
dent and secretary of the trust de- 
partment, The First National Bank 
of Chicago; Peter J. Laninga, assist- 
ant secretary of the trust depart- 
ment, Continental Illinois National 
Bank and Trust Company of Chica- 
go; Walter E. Toon, assistant trust 
officer, City National Bank and Trust 
Company of Chicago. 

The Advisory Committee for the 
Conference is made up of: Lawrence 
F. Stern, president, American Na- 
tional Bank and Trust Company of 
Chicago; Holman D. Pettibone, pres- 








































































































































































DESK NAME PLATES 
tell “WHO’S WHO”! 









Cloth covered, wood 

Acme Style block, grooved and 
No. 15 plexiglass covered. 
Price: Size: 10x2%". Name 
$3.50 may be in changeable 


letters or on a remov- 


able embossed card. 
Address Dept. BM-10. 


37 EAST 12™ STREET 
NEW YORK 3, N. Y. 


BULLETIN COMPANY 


with name. 















CARD CAPACITY 














10 EXCLUSIVE FEATURES 


517-Na-Lok 


VISIBLE RECORD SYSTEMS 













Ne 3 GREATER 

















WASSELL ORGANIZATION, Ine. 
Dept. C * Westport *¢ Conn. 
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ident, Chicago Title and Trust Com- 
pany; Philip R. Clarke, president, 
City National Bank and Trust Com- 
pany of Chicago. 

Others are: Walter J. Cummings, 
chairman, Continental Illinois Na- 
tional Bank and Trust Company of 
Chicago; Edward E. Brown, chair- 
man, The First National Bank of 
Chicago; Paul S. Russell, president, 
Harris Trust and Savings Bank; 
Solomon A. Smith, president, The 
Northern Trust Company. 

The Executive Committee of the 
Corporate Fiduciaries Association 
consists of: Edmund L. Andrews, 
vice president, American National 
Bank and Trust Company of Chi- 
cago; Thomas H. Beacom, vice presi- 
dent, The First National Bank of 
Chicago; Chester R. Davis. senior 
vice president, Chicago Title and 
Trust Company; Louis W. Fischer, 
vice president, American National 
Bank and Trust Company of Chica- 
go; Clarence B. Jennett, vice presi- 
dent, The First National Bank of 
Chicago; Howell W. Mitchell, vice 
president, Continental Illinois Na- 
tional Bank and Trust Company of 
Chicago. 

The Executive Committee also in- 
cludes: Arthur T. Leonard, senior 
vice president, City National Bank 
and Trust Company of Chicago; 
Mark W. Lowell, vice president, 
Continental Illinois National Bank 
and Trust Company of Chicago; 
Merwin Q. Lytle, vice president, 
Harris Trust and Savings Bank; L. 
L. McArthur, Jr., vice president, The 
Northern Trust Company; Charles J. 
Roubik, vice president, Harris Trust 
and Savings Bank; William S. Tur- 
ner, vice president, The Northern 
Trust Company; William P. Wise- 
man, vice president, Chicago Title 
and Trust Company. 


Requisites Of A 
Negotiable Instrument 


The Negotiable Instruments Law 
sets forth that: “An instrument to 
be negotiable must conform to the 
following requirements: 

1. It must be in writing and 
signed by the maker or drawer; 

2. It must contain an uncondi- 
tional promise or order to pay a sum 
certain in money; 

3. It must be payable on demand 
or at a fixed or determinable future 
time; 
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What’s your problem in 


PERSONALIZED CHECKS? 


We make them for EVERY type of depositor: 


e COMMERCIAL 
e PERSONAL 
e SPECIAL 


If your problem is economy, 
you'll find our prices lowest in 
the field Quality, too! 


If your problem is the proper 
position of the routing symbol, 
we print it yust where the Fed- 
eral Reserve and A.BA. want 
it. Not one cent of extra cost 
irrespective of volume. 

If your problem is how many 


checks to order per depositor, 
we'll personalize 20, 25, 40, 50, 


100, 200 or more, at a time. 
Suit yourself and the depositor. 


if your problem is getting 
away from big commitments in 
check paper and _ lithography, 
your worries are over. Our price 
per book represents your com- 
plete and only cost. We absorb 
wastage and storage — and in- 
evitable inventory discrepancy. 


Yes, we can serve you well! 


Checkhasler 


SYSTEMS, INC 


270 MADISON AVENUE, NEW YORK 16, N. Y. 


Christmas Greeting Cards 
For Banks Now Ready 


Announcement has been received 
from Good-Will Builders, 49 East 


nee SAMPLES 


Did you see this editorial piece 
in the August issue of BANKERS 
MONTHLY? Many bankers who 


2lst St., New York 10, N. Y., to 
the effect that 1949 Christmas greet- 
ing cards, especially suitable for 
banks, are now ready for distribu- 
tion. This firm states that a free set 
of samples will be mailed to any 
Bankers Monthly readers upon re- 
quest without cost or obligation. 


read it have written for samples 
and ordered Christmas cards. 
We are publishing it in case it 
did not come to your attention. 
May we send you without cost or 
obligation samples of Christmas 
cards especially designed for 


GOOD-WILL BUILDERS 


49 EAST 21st STREET 


bank use. 


America’s Foremost Publishers 
of Business Greeting Cards 


NEW YORK 10, N. Y. 





4. It must be payable to order or 
to bearer; and 

5. Where the instrument is ad- 
dressed to a drawee, he must be 
named or otherwise indicated 
therein with reasonable certainty.” 

Bank checks are negotiable in- 
struments, and must conform to the 
above provisions. Other common 
types of negotiable instruments are 
promissory notes, drafts, and bills 
of exchange. 





Santa in brilliant 
colors waves his 
cap and attracts 
Christmas Club de- 
= He is 24” 
igh, operates on 
any current for 4 cent 
per day. Santa sturdily 
mounted on beautiful 
background will last 
for years and is sent 
on approval $12.95 
repaid. Order today. 
ou may want a num- 
ber after you see this 
display. 


LLIAM BANK 
207 AMSTERDAM AVE., NEW YORK 23, N. Y. 











First National Bank, Chicago 
Plans Correspondent Meeting 


The First National Bank of Chi- 
cago will sponsor its third two-day 
conference of bank correspondents 
on November 28 and 29, 1949. 

The discussions will cover the 
bond portfolio— Governments and 
Municipals; public relations and 
savings—new business solicitation, 
calling programs, public relations, 
advertising, and savings banking; 
auditing, taxes, insurance, legal 
problems; and managing a country 
bank. The latter subject, one of the 
new topics in First National confer- 
ences, will be covered by a panel of 
country bankers who will speak on 
(a) How I run a bank, (b) Prob- 
lems of country bank management, 
and (c) Consumer credit. 

During the discussions, led by a 
number of the bank’s officers and 
the country bankers, ample oppor- 
tunity will be afforded for questions 
on the subjects covered. The meet- 
ings will make possible an exchange 
of experiences helpful in the han- 
dling of day-to-day banking prob- 
lems. 

The bankers will be guests of The 
First National Bank of Chicago for 
a luncheon, reception, and dinner on 
November 28 and luncheon on No- 
vember 29. 


Charles W. Smith, formerly as- 
sistant trust officer of Security-First 
National Bank of Los Angeles, Calif., 
has been elected assistant vice presi- 
dent. 

Smith joined the bank’s trust de- 
partment in 1934. Since that time he 
has been analyst, administrative 
officer and assistant trust officer. 


Pike Named Vice President 


Winslow E. Pike, formerly general 
auditor of the Federal Reserve Bank 
of Atlanta, was elected a vice presi- 
dent of the First National Bank of 
Atlanta, Ga. 

Mr. Pike held his position with 
the Federal Reserve Bank since 
1947. He is a past president of the 
Jacksonville chapter of the Ameri- 
can Institute of Banking. He also 
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served two terms as president of the 
Nashville Conference of the Nation- 
al Association of Bank Auditors and 
Comptrollers, and as a member of 
the Nashville chapter, AIB Board of 
Governors, and an instructor in its 
courses on bank organization and 
operation and money and banking. 
Mr. Pike is a graduate of the At- 
lanta chapter of the AIB. He is also 
a graduate of the Graduate School of 
Banking at Rutgers University. 


First National, Arizona 
Names Phoenix Branch Head 


E. N. Holgate, vice president of the 
First National Bank of Arizona, re- 
cently became, in 
addition, manager 
of the bank’s 
First Phoenix 
Branch at Cen- 
tral Avenue and 
Washington 
Street. 

Mr. Holgate 
joined the old 
Phoenix National 
Bank in Novem- 
ber of 1929 following nearly seven 
years with the California Bank, in 
various banking capacities. When 
the Phoenix National Bank and the 
First National Bank merged, Mr. 
Holgate became auditor of the in- 
stitution, then assistant cashier, as- 
sistant vice president and vice 
president. 

Mr. Holgate succeeds to the man- 
agement of First National’s First 
Phoenix Branch, Sylvan C. Ganz 
who retired from that position on 
October 1. 

Mr. Ganz retains his interest in 
the bank he served for 44 years, re- 
maining as a director of the insti- 
tution and a member of several 
of its important governing commit- 
tees. 





E. N. Holgate 


First National, Chicago 
Tells Staff Appointments 


George F. Sisler has been ap- 
pointed to head the new business 
department of The First National 
Bank of Chicago. He will be assisted 





by John S. Gleason, Jr., assistant 
cashier, who for a number of years 
has been in a loaning division, and 
Paul E. Nordstrom, assistant cashier, 
who has been identified with the 
new business department. 

Sisler has been engaged in busi- 
ness development work for the bank 
for the past 18 years. 

Harry G. Duntemann, assistant 
cashier, has been placed in charge of 
the bank’s advertising department, 
of which he has been a member since 
1920. He will be assisted by Gabriel 
Ditore in advertising and publicity 
work. 

















William G. Rabe, vice president 
and director of the Manufacturers 
Trust Company of New York, N. Y, 
has been elected a member of the 
bank’s general administrative board. 

Mr. Rabe joined the Manufactur- 
ers Trust Company in January, 1931 
as assistant to the president. He was 
made a vice president in December, 
1931, and a director of the bank in 
1947. 
















The board of directors of The 
Northern Trust Company of Chi- 
cago, Ill., recently elected Frederick 
W. Burnham, second vice president 
and assistant manager of the credit 
department. Mr. Burnham was vice 
president of The Second National 
Bank of Boston, Mass., where he has 
been associated since graduating 
from the Harvard Graduate School 
of Business Administration in 1932. 
















James P. Hickok Joins 
The First of St. Louis 


James P. Hickok was recently 
named an executive vice president 
and a director of 
the First National 
Bank in St. Louis, 
Mo. Mr. Hickok, 
president of the 
Manufacturers 
Bank and Trust 
Company of St. 
Louis, will assume 
‘his duties with 

the First National 
Bank on Jan. 2. 

William C. Connett, who is also an 
executive vice president of the First 
National Bank, will continue in that 
capacity. 



















James P. Hickok 
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SERVICE 
Maintaining an inti- 
mate, personalized 
correspondent serv- 
ice. 


Md 


To cooperate with 
out-of-town banks 
rather than compete 
for business which is 
rightfully theirs. 


EXPERIENCE 


Officials with years of 
service in this field, 
assuring a knowl- 
edge of requirements 
and valuable assist- 
ance, 


The 
Public National 


Bank and Trust Company 
of New York 


Established 1908 
—— , ery 
| Member: New York Clearing House Association 
Federal Deposit Insurance Corporation 





Highway Named for 
Colonel Edens 


William G. Edens, one of La Salle 
Street’s best known “elder states- 
men,” recently had officially con- 
ferred on him the unique distinction, 
for a banker, of giving his name to 
a new highway. Cook County, Illi- 
nois honored “Colonel Bill” for his 
early and outstanding contribution 
to the development of good roads by 
naming for him the first of its super- 
highways. At a “cornerstone cere- 
mony” on a newly completed over- 
pass of the new road that will,not 
be entirely finished for another year, 
there was unveiled a bronze plaque 
designating the Edens Superhigh- 
way, as “. . . named in honor of 
William G. Edens for his unselfish 
devotion to the cause of good roads 
in the State of Illinois and Cook 
County.” 

His devotion consisted of eight 
years’ leadership of campaigns of 
public education from 1912 to 1920, 
culminating in voter approval of the 
first Illinois and Cook County good 
roads bond issues of $60,000,000 and 
$23,000,000 respectively. This pio- 
neer financing “pulled Illinois out of 
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the mud” with a 5,000-mile network 
of paved roads. Edens’ talent for 
organization and leadership unified 
the desires and efforts of farmers, 
businessmen, labor and civic lead- 
ers, educators, and others into years 
of unremitting work to provide 
roads to match the then newly- 
achieved mass production of cars 
and trucks. 

“Colonel Bill,” nearing 86, is a re- 
tired vice president of the Central 
Trust Company of Illinois, where 
for 27 years he was associated with 
Gen. Charles G. Dawes. His wide 
activity in both the American and 
the Illinois Bankers Associations in- 
clude long service on the executive 
councils of both organizations. He 
was a founder of the group system 
in the state association. Also in the 
record, and in which octogenarian 
Edens takes particular pride, are his 
63 years’ membership in the Broth- 
erhood of Railroad Trainmen, and 
his part, as a Post Office Department 
official at the turn of the century, 
in the establishment of rural free 
delivery. 


National City Bank 
Open For Business 


The National City Bank of Long 
Beach, Calif., formally opened its 
doors for business recently in its 
own modern bank building at Third 
and Locust Avenues in Long Beach. 
Special souvenirs were handed to 
each of the opening day depositors. 

The National City Bank started 
operations with a capital and surplus 
of $600,000. Organizer and chairman 
of the board of this bank is Nelson 
McCook, pioneer Southern Califor- 
nia banker and first president of the 
Independent Bankers Association of 
Southern California. The bank’s 
president, H. G. Markworth, was for 
many years executive vice president 
of the Santa Monica Commercial & 
Savings Bank, Santa Monica, Cali- 
fornia, which post he resigned sev- 
eral months ago to head this new 
institution. He is a member of the 
Executive Council of the Independ- 
ent Bankers Association of the 
Twelfth Federal Reserve District 
and a former president of the South- 
ern California Independent Bankers 
Association. 

Other officers are: Fonda McCook, 
executive vice president and cashier; 


Clyde Doyle, vice president; Kurtz 
B. Ballou, assistant cashier and au- 
ditor; and Walter Niemann, assistant 
cashier. 

The bank’s Board of Directors 
comprises a representative group of 
Long Beach business men and finan- 
ciers, including: Nelson McCook, H. 
G. Markworth, Fonda McCook, 
Clyde Doyle, P. H. Boyson, T. W. 
Burnam, Glen L. Clark, Keith Enloe 
and Nelson McCook, Jr. 


Citizens and Southern Gives 
Atlanta “Big Ben” 


The medley of city noises on At- 
lanta, Georgia’s busiest traffic cor- 
ner, Marietta at Broad Street, will 
be punctuated by the same melody 
which has made London’s Westmin- 
ster Chimes world famous. Law- 
rence L. Gellerstedt, executive vice 
president in charge of the Atlanta 
office of the Citizens & Southern Na- 
tional Bank recently mounted a ten- 
foot ladder, placed the last hand on 
the fourth face of a giant clock 
which has been hung on the bank 
building at that corner and threw an 


of personal service 


For over thirty-five 

years, this independ- 
ent bank has rendered a complete 
correspondent service to banks 
everywhere. Today, as one of the 
leading financial institutions in 
the West, with over 140 million 
dollars in resources, we offer our 
facilities and personalized service 
to you and your customers, as Los 
Angeles correspondent. 


Union oo rust Co 
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As of June 30, 1949, the total 
assets of all banks in the United 
States show a decrease of $4,394,- 
148,000. However, the banks’ hold- 
ing of government bonds and 
other bonds has increased $]1,- 
659,007,000. At the same time, 
capital has been increased $102,- 
512,000, surplus is larger by $97,- 
215,000, and undivided profits are 
greater by $148,379,000. Capital 
funds, therefore, show an increase 
of $348,106,000. 

The decline in deposits for the 
entire country shows a total of 
$4,694,126,000. The decrease in 
cash and due from banks also 
totals over $4,000,000,000, and the 
decrease in loans and discounts 
amounts to $1,508,894,000. When 
the increase in governments and 
other bonds is added and from 
this total is subtracted the de- 


electric switch which started the 
four clocks running. 

As he did this the electric chimes 
within the clock rang out in the 16- 
note melody of the Westminster 
Chimes which peal from the tower 
of the “Big Ben” clock in London. 

As those 16 notes sounded, men 
and women in the throng below 
who knew them chanted the sixteen 


words written long ago to accom-— 


pany the chimes: 


Earning Assets And Capital Funds Increase— 
Deposits And Loans Decrease 


crease in loans and discounts, we 
find that there is a net gain in 
earning assets of $150,113,000. 

These figures are all disclosed 
in the final 1949 edition of The 
Blue Book, the Rand McNally 
bankers directory. A recapitula- 
tion in this new Blue Book also 
shows a gain of 113 banking 
offices. This is brought about by 
an increase of 117 branches. Na- 
tional banks have added 67 new 
branches, and state bank and trust 
companies have added 50. From 
which is deducted a decline of 4 
head offices. The change in num- 
ber of banks includes an increase 
of 12 state bank and trust com- 
panies, and a decrease of 8 na- 
tional and 7 private banks. 

In addition t6 giving a com- 
plete detailed account of the as- 
sets and liabilities of every bank 





“Lord through this hour, 

Be Thou our guide, 
So by Thy power 

No foot shall slide.” 

The giant clock strikes four 
chimes on the quarter-hour, eight 
on the half-hour, twelve at the 
three-quarter hour, and the full six- 
teen notes on the hour, followed by 
the strokes of the hour itself. 

As it hangs on the Citizens & 
Southern Building ten feet above 
street level, the clock is 9 feet 9 





74M Gaukers Kuow Something 
bout Tusurvance 


* 


But as Huxley said: “If a little knowledge is 
dangerous, where is the man who has so much as to 
be out of danger?” We'll be glad to join with you in 
seeking the solution of your insurance problem. 


A word from you asking for this service will receive 
prompt attention. You incur no obligation. 


THE PHOENIX-CONNECTICUT GROUP 
OF FIRE INSURANCE COMPANIES, HARTFORD, CONN. 
Combined Statement December 31, 1948 
Assets - ee Be 8 “le 
Liabilities ee ee, 
Surplus to policyholders - - - - 
Losses paid to December 31, 1948 - 


$112,222,583 
57,589,157 
54,633,425 
442,822,252 








in America, including the Federal 
Reserve Bank, the new Blue Book: 
contains a complete list of all the 
officers of all government bank- 
ing agencies, information about 
money, air mail and air express. 
banking holidays, all bankers’ as- 
sociations, state bank officials and 
examiners, national bank examin- 
ers, and a complete list of bank 
transit numbers and check rout- 
ing symbols with an explanation 
of each system, a list of clearing 
houses with officers, a five-year list 
of discontinued bank titles, direc- 
tors of every bank, information 
about all Canadian, Mexican, 
South American banks and banks 
in all other countries, a tabula- 
tion of banking laws of all states, 
and a list of accessible banking 
points to non-bank towns, besides 
many other features. 


inches high, four feet wide, with 
four faces so that the time is visible 
from the four approaches. 

The outer case was designed ex- 
clusively for use of the Citizens & 
Southern National Bank. The exte- 
rior of the clock is finished in an- 
tique bronze and the entire clock 
weighs approximately 2,000 pounds. 
Above the clock face, in art glass, is 
shown the seal of the bank with the 
map of Georgia marked with stars 
of the six cities in which the bank 
operates, Atlanta, Athens, Augusta, 
Macon, Savannah, and Valdosta. 
After nightfall, all four faces of the 
clock are illuminated from within. 


ABA Trust Division 
Publishes New Book 


A new handbook entitled ‘“Rec- 
ommended Cost Accounting Proce- 
dure For Trust Departments” was 
published recently by the Trust 
Division of the American Bankers 
Association. It is a revision and am- 
plification of the Division’s first 
publication on trust accounting, of 
which there were four editions from 
1932 to 1944. 

The first chapter of the book cov- 
ers a recommended cost accounting 
procedure for a small trust depart- 
ment including a method for deter- 
mining the cost of personal trust 
accounts. Chapter II takes up recom- 
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To imcredgie your collection income, be out- 


standing in your locality with a prominent listing in 
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the Bankers Directory (the Blue Book). Let your pro- 
spective customers know that you are equipped to 
serve them and want their business. Write us today 
about a bold-faced type listing for your bank in the 


next edition of the Blue Book. 


Since 1872—The Bankers Blue Book 


Rand M¢Nally BANKERS DIRECTORY 


536 S. Clark Street, CHICAGO 5 











mended cost accounting procedure 
for a trust department irrespective 
of size. Recommended cost account- 
ing procedure for determining the 
cost of a personal trust account in a 
medium sized trust company is dis- 
cussed in Chapter III. Chapter IV is 
devoted to bases and sources of trust 
compensation. 

The book will be available from 
the Trust Division of the American 
Bankers Association, 12 East 36th 
Street, New York 16, New York. 


Louis Northrop Retires 
From First of Chicago 


Louis H. Northrop, assistant vice 
president, the First National Bank 
of Chicago, retired September 30, 
1949, terminating twenty-four 
years’ service, during the last twelve 
years of which he has been in charge 
of the bank’s new business depart- 
ment. Since 1944 he also has had su- 
pervision of the bank’s advertising. 


Guaranty Trust Names 
Brussels Office Manager 


Guaranty Trust Company of New 
York announced the appointment of 
Elie Delville as manager and Henry 
B. Dyke as secretary of its Brussels 
office. As manager at Brussels, Mr. 
Delville succeeds Omer V. Clai- 
borne, who is retiring after 30 years’ 
service with the company, principal- 
ly in Brussels. 

Mr. Delville, a native of Belgium, 
has been associated with the com- 
pany at its Brussels Office since 1919 
and has served as an officer of that 
branch since 1928. Mr. Dyke re- 
joined the Brussels staff in 1946 aft- 
er five years’ service with the British 
Navy. Before the war he had been 
with the company for 12 years, serv- 
ing successively in the London, Ant- 
werp, and Brussels Offices. 


Business Loans Help A 
Farming Community 


The second classification — busi- 
ness loans—always has presented a 
real challenge and, in my experi- 
ence, the greatest problem to the 
country banker. Many a community, 
too small to be classed as a city even 
under the most generous terms, 
nevertheless has retained itself as a 
trade center due to the aggressive- 
ness of one or a few merchants. As 
such, it becomes of vital concern to 
the banker because people in the ru- 
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ral sections prefer to bank where 
they do their trading. 

One of the merchants decides to 
expand his operations by the addi- 
tion of a frozen food locker plant. 
Experience has taught us that these 
plants can be operated very success- 
fully and, through the added serv- 
ice, reduce mileage and time loss for 
rural patrons. If the applicant’s 
background and credit standing is 
satisfactory, you would not want to 
set up this loan on any other basis 
but a monthly or, at the most, a 
quarterly liquidation basis. 

Perhaps a feed-mixing and -grind- 
ing plant will prove a time- and 
money-saving addition to the serv- 
ices offered your community. The 
farmer no longer ships out his grain 
and buys it back in a handsome 
feedbag. He utilizes his own grain, 
buying and adding only the protein 
mineral and vitamin supplement. It 
reduces his feed costs, gives him a 
greater or surer margin in his poul- 
try, dairy, pork, or beef production. 
It is a type of loan that not only 
lends itself to, but makes manda- 
tory, an amortized basis.—Richard 
W. Trefz, president, Beatrice State 
Bank, Beatrice, Nebr. 


Bankers Monthly Receives 
Cover-To-Cover Attention 

There is no other publication that 
reaches our desks from which we 
benefit more. It receives cover-to- 
cover attention and keeps us up-to- 
the-minute on new ideas and points 
out the value of some “old ideas.” 

Your opening article in July 
Bankers Monthly, “I Am Making 
Banking My Career,” caught our 
fancy. It contains simple, down-to- 
earth statements by young people 
employed in our profession which 
we would like to use to help our 
employees learn of the advantages 
in banking. Will you be good 
enough to send us several reprints 
of this article? 

We are also interested in the ex- 
tremely valuable article, “Four 
Ways to Help Bank Employees Be- 
come More Useful.” May we have 
several reprints of this article? 

We also peruse the advertising, 
and, in several instances, have con- 
tacted your advertisers to our mu- 


tual advantage—G. W. Ellinwood, © 


Rhode Island 
Company, Paw- 


assistant manager, 
Hospital Trust 
tucket, R. I. 
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A GOOD INVESTMENT 


because...it handles 
any posting... 


in any bank 


In a matter of seconds, this National Multiple-Duty Account- 
ing Machine changes from any one of these jobs to any other: 


individual ledgers 
general ledger 

daily financial statements 
trust records 

regular mortgages 

F.H.A. mortgages 

loans and discounts 
payroll 


Its removable form bars are changed quickly . . . easily. It 
will handle any posting work, in any bank, better and faster. 
National provides a complete line of It can be operated by anyone who can type and operate 


accounting machines to meet every p * . . 
need of every department of every an adding machine. 


bank, large or small. They’re ail de- National Acemuniaas Machines offer an efficient, mechanized 
scribed in this handsomely illustrated == answer to every problem of bank accounting. Out of the 
4-page free booklet, which your local , k ° 
National representative will be glad country’s 100 largest banks, 94 use Nationals... as do 


to give you. thousands of smaller ones. 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 
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In the field of sports, 
risk is accepted as part 
of the game. But in 
banking, safety always 
comes first. 

In choosing La Monte 
Safety Papers, the 
Banker provides his 
customers with the 
ultimate in check 
protection ... plus 

an extra dividend of 
quality. That perhaps 


explains the position 


of leadership enjoyed 
by LaMonte Safety 


Papers the nation over. 


A Check Paper All Your Own 
Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such INDIVIDUALIZED check paper provides maximum protection 
against both alteration and counterfeiting — makes identification positive. 


THE WAVY UNES ® ARE & LAMONTE TRADE-MARK 








